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You're selling fixtures built to 
definite, dependable standards 
checked by ngutte experts 


“ons FOR LY More than 35 different manufacturers build 
src A rs” Fleur-O-Lier fixtures. But all FLEUR-O-LIERS 
FOR FLUORE onteswee meet 50 rigid specifications set up by MAZDA 
lamp makers to assure you electrical, mechan- 
ical and lighting excellence . . . Certified by 
famous, impartial Electrical Testing Labora- 
tories. The FLEUR-O-LIER Certification 
label on a fixture protects you... and your 

customer’s lighting investment! 


All the features your customers 


want are Certified 


No matter what make of FLEUR-O-LIER 
you sell, your customers get features they 
need and want to give them years of satis- 
factory service. Such features include: flicker 


FLEUR-O-LIERS 


Participation in the FLEUR-O-LIER MANUFACTURERS’ program is open to any manufacturer 
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Salesmen’s Tires and Cars Rationing 
rules governing the sale of new automobiles, effective 
March 2, 1942, include among the “eligible for purchase 
certificates” classifications that of “travelling salesmen 
HANDLING ESSENTIAL SUPPLIES. 

That’s exceedingly good news because when it is 
remembered that electrical wholesalers stock and sell 
hundreds of items that are absolutely essential to the 
smooth and continuous operation of every industrial 
plant. There can be no question about the qualifying 
of the salesmen who handle those essential supplies. 

Regarding tires, the Eligibility List published Febru- 
ary 11, 1942 as part of OPA order PM 2470 in con- 
nection with retreaded and recapped tires includes in 
List B, item 6, the following as eligible buyers: Travel- 
ling salesmen who are engaged in the sale of farm, 
extractive OR INDUSTRIAL EQUIPMENT, foods or medical 
supplies, the distribution of which is essential to the 
war effort. 

It looks therefore as if every electrical wholesaler 
will be able to keep ‘em rolling, so as to help keep the 
wheels of our war industries turning. 


© 
Pool Pattern The need for preventing exten- 


sive “priorities unemployment” and for speeding arms 
production through sub-contracting already has forced 
the pooling of production facilities by makers of identi- 
cal products, and this effort will be pushed further in 
future. For instance, about 20 washing machine manu- 
lacturers are turning out armament items under a sub- 
contract awarded to 3 of them specifically for pooling 
purposes. 

However, since Pearl Harbor, total demands and 
calls for speedier output have mounted by leaps and 
bounds. Officials now urge pooling of productive 
resources for sub-contracting purposes by factories in 
he same town or territory, even though they have been 
naking entirely unrelated goods. 

Important example of such procedure is the recently 
ormed Mohawk Valley Associates Pool, made up of 
he Mohawk Carpet Mills, Inc. (Amsterdam, N. Y.), 
seech-Nut Packing Company (Canajoharie, N. Y.), 
nd the H. P. Snyder Mig. Co. (Little Falls, N. Y.), 
lakers of carpets, food products and bicycles respec- 
ively. To get work for over 7,000 employees, those 3 
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concerns have formed a $50,090,000 pool that will go 
after war contracts. 

Size is incidental. Whether small or large, factories 
in other areas can do likewise. Details of procedure can 
be obtained readily. If the involved factory facilities so 
warrant, financing is available from several sources. 
Wholesalers can help win the war, help themselves and 
help their industrial customers by promoting such pro- 
duction pools. 
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Wholesaler's Lament he National Whole- 


sale Druggists Association, 23 of its members, and 29 
of those members’ officers and agents have been indicted 
by a Federal grand jury, charged with conspiring to 
violate the Sherman act by fixing wholesaler’s profit 
margins on drug products. Included among the indicted 
firms is McKesson & Robbins, Inc., operating sixty-four 
branches, of which the majority were established during 
the 1920’s through purchase of independent drug whole- 
salers in key distributing centers. 

Among the illegal practice charged by the government 
are 1) Use of “Fair Trade” contracts in a manner 
NOT CONTEMPLATED by the Miller-Tydings Amendment 
to the Sherman act; 2) Conspiracy to maintain profit 
margins by fixing purchasing and resale prices; 3) 
Enforcement of a so-called “voluntary stabilization” 
plan ; 4) Compelling manufacturers to sell only to whole- 
salers who would abide by the “stabilizing” arrange- 
ment. 

Particularly that latter charge will bring to the old 
old-timers, memories of recalcitrant “Billy” Lowe and 
the rather small flock of electrical “jobbers” who around 
1907-08 were faced with that type of charges and are 
reported to have “escaped” a term in Leavenworth more 
by the grace of God than good management. 

Yet “Billy” always hankered for a sort-of price-and- 
outlet-controlling type of easy-chair wholesaling  set- 
up. In fact, despite his narrow escape in 1908, again 
during the 1920’s he and a group of automotive jobbers 
were in similar trouble with the Department of Justice. 

Wholesalers, who are inclined to grumble when Coun- 
sel for NEWA says “No”, please take notice. It’s a lot 
easier and decidedly more pleasant to keep out of trouble 
than to get out. 
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PORCELAIN PLANT 


WHERE ALL THE PORCELAIN PARTS ARE MADE FOR ARROW WIRING DEVICES 
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Raw materialstrom eastern United States and clays Body mixes ore processed through a filter press to Cokes taken from filter presses ore thoroughly dried 
from England ore seporotely stored in bins; being reduce water content; change body mix from liquid on steam-heoted dryers. After drying, the motericl 
corefully weighed out in preparing the body mixes. to solid stote. Here, cokes being taken from press. is taken off and made ready for the next step, cracking 





























Dried body mixes ore cracked and put down in layers, - -" -"s ? - After being pressed into shape, the porcelain pieces 
eoch layer carefully wet as loid down, preparatory = “< " are thoroughly dried on steam-heated dryers. Wore 
for use os finished moterial for molding into shape ° is fed to dryers on Press Shop side, progressively. 








The prepared body material is pressed in a tool stee/ 
die to close tolerance limits, forming the designs of 
the porcelain pieces; then placed on boards to dry. 
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Smoll burrs or fins which form around edges of holes The ware is placed on spindles for glazing. As toble The porcelain pieces ore pocked in “soggers” (earthen 
are cleaned off the porcelain pieces before firing, of gloze machine revolves, the porcelain passes under pots), and placed in kilns for firing continuously for 
Then pieces ore forwarded by belt for glaze - spraying. © sproy of glaze; is then ready for firing operation. 52 hours at a maximum temperature of approx. 2300° F 





PORCELAIN plays the largest part in many types of Wiring Devices, where 


attractiveness and utility attach to durable, rightly-designed porcelain bases 
or shells. In ARROW Lines, we insist that the porcelain parts shall reflect the 
Quality of the mechanical parts and structurally uphold it. So we operate our 
own porcelain plant, to give this really basic’ support to porcelain-mounted 


devices. Another guarantee of VALUE through coordinating all parts- making. 


ARROW ELECTRIC DIVISION 
ARROW-HART & HEGEMAN ELECTRIC COMPANY, HARTFORD, CONN. 











After firing is completed and kilns have cooled, the 
saggers filled with finished porcelain wore are drawn 
from kilns; their contents inspected, pocked, shipped. 
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Price Muddle For many years, the U. S. Bureau 


of Labor Statistics has published “WHOLESALE” price 
indices that frequently aroused the ire of various 
branches of the wholesaling trade. Basis of the published 
prices was “the first commercial transaction” in which 
respective products were involved, but which has not 
always represented the price at which a wholesaler 
Buys, and of course never can represent the price at 
which the wholesaler MusT SELL. 

Recently members of the Council of National Whole- 
sale Associations met with officials of the Bureau of 
Labor Statistics. In entering formal protest against the 
method used, it was pointed out that it is misleading, 
that a highly price-conscious public, in scrutinizing 
those price reports, and comparing them with retail 
prices, would gain false impressions. Both wholesalers 
and retailers often would appear guilty of profiteering 
when actually they may be taking less than a normal 
proht. 

It is expected that officials of the Bureau will take 
corrective action, shortly may hereafter have the pub- 
lished price index show the SELLING PRICES of whole- 
salers. 


© 


Keys This matter of keys for cars, homes, stock 
rooms, is growing steadily more important. That’s why 
the following exerpts from the Detroit Edison Com- 
pany’s “Synchroscope” are reprinted here: Lock your 
automobile to deter tire thieves. Lock your car to pro- 
tect inspection equipment, repair kits (or if you carry 
catalogs, lists, etc.). DoN’T keep important keys and 
particularly not business keys on the same key ring 
with your house or automobile keys. It will mean that 
if one gets stolen or lost, the important ones will not be 
a prize-part of the loot. 


©) 
Canadian Pattern with firm resolve to hold 


prices under or at “ceiling” levels and to free needed 
labor and plant capacity for war production, Canadian 
authorities are expected to inaugurate a plan for 
“standardization” of consumer goods industries. When 
put in effect, and if found workable, it may well be 
accepted as a “shadow of coming events” on the 
American business scene. 

Under the proposed procedure, as explained in 
Business Week, some factories will be expected to con- 
vert 100 percent to war production while they hand the 
business on their regular products over to certain 
“nucleus” units (probably the most efficient producing 
units in each field) which then would standardize on 
“victory” models. The plan probably will apply to every- 
thing in the syay of Canadian consumer goods, from 
shoe laces to automobiles. 

To begin with, leaders in each product group are 
invited to draw up thet own program: for product 
standardization and industrial concentration. If industry 
committees fail to produce a feasible and satisfactory 
program, Canadian Price Administrator Donald Gordon 
may be expected to use the big stick, enforce his own 
plans. 
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It is reported that between March and December of 
1941 Great Britain effected “concentration” of more 
than 80 consumer goods industries, has found such 
procedure practically indispensable if strict price control 
and rationing are to work efficiently. 

However, in Great Britain, “concentration” does not 
involve burial “for duration” of well known trade- 
marked goods or trade names. “Standardized” goods, 
made in “concentration” factories, are supplied to “con- 
verted” manufacturers, marked with their particular 
trade-mark. Thus “converted” manufacturers can con- 
tinue to maintain their sales staff and furnish their 
trade with goods carrying the well known label. 

If the United States should find it necessary to resort 
extensively to “concentration,” urgent demands upon 
the Government for use of the British pattern will be 
in order. Wholesalers and retailers everywhere would 
find it easier to sell a product carrying a well known 
trade-mark than attempting to force the purchase of an 
unmarked or unidentified piece of merchandise on a 
highly brand-conscious public. 


New Record The U.S. Department of Commerce 


reports that the year 1941 marked the highest level of 
retail sales in the history of our country: 53.6 billion 
dollars, or 17 percent more than 1940 and 11 percent 
above 1929—the previous record year. 

On a per capita basis, the figure means sales of 
$403 for every man, woman and child compared with 
the previous high—$399 in 1929. Keep these figures in 
mind when reading the next item. 


©) e 
Another New Record Appropriations for 


war purposes, already made or now going through 
Congress, have reached the precedent-shattering and 
surely staggering total of $145,000,000,000 and _ that 
covers only the fiscal years 1941, 1942 and 1943. 

At this writing, those appropriations represent 
approximately $1,100 of war outlay for each man, woman 
and child in this country. If a year from now the end 
of the war should not be in sight, new appropriations 
will push up the total to new heights. 

Nevertheless, even if Victory costs twice or thrice 
the current price, it will be cheap no matter when it 
comes, and infinitely less painful than would be the 
tragedy of having to see Hitler and his treacherous 
Yellow allies march triumphantly into Washington. 


EDITOR 
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UURCE [hese monthly reports covering the business 
‘tivities of electrical wholesalers throughout the United 
states are collected and compiled by The Bureau of the 
S. Department of Commerce. 
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SAME MONTH 





cent above the previous month, December 1941, but 31 
percent higher than January 1941. Collection percentage 


Business Index 
For the Month of January 1942 


SALES Electrical wholesalers throughout the United 
States who reported their figures to the U. S. Bureau of 
the Census showed an aggregate January sales increase of 
30 percent over the same month of 1941. This pegs ow 
index at 130, just 3.1 points higher than it stood for the 
previous month, December, when it reached the lowest 
level of 1941. 

No alarm is warranted however, because, as previously 
explained, the monthly sales figures of 1942 have to stand 
comparison with 1941 performance which held throughout 
the year at unprecedentedly high levels. Thus, for instance, 
January 1941 sales were 40 percent above those of the 
same month in 1940, which means that when January 1942 
piled up a 30 percent gain over 1941, the sales totals in 
1942 actually approached being double those of the two- 
vears-ago, 1940, figure. 

At this writing, it is impossible to say whether or not 
the pace of percentage gains over last year, as set by Janu 
ary 1942 may reasonably be maintained. However, fac- 
tors not existing prior to the Pearl Harbor incident today 
are influencing the outlook in favor of an expectancy of 
sales total, that will run well ahead of 1941. 

Here are some of those factors: 


1) War appropriations are 24 times larger than they were 
3 months ago. 2) New industrial expansion and huge 


new demands for housing will bring corresponding new 
demands for electrical materials. 3) Sub-contracting will 
not exert its fullest impact on wholesalers’ sales until many 
months hence. 4) Conversion of consumer-goods indus- 
tries to war production will create large new demands 
carrying the advantage of priorities ratings. 5) The 
Production Requirements Plan has begun to “click” with 
manufacturers. Revisions now under way, of that and other 
orders affecting the electrical wholesalers and manufac- 
turers, when completed, are expected to result in a more 
steady flow of needed goods. Thus wholesalers may be 
expected to get the larger stocks, necessary to meet the 
larger demands, which means higher sales totals. 


INVENTORIE » After the previous month showed a 
healthy gain in inventories, January figures indicate no 
change in inventory total. Incoming stocks more than 
offset outgoing shipments. 


[ 0 L L E [ T | 0 N 5 Accounts receivable were just 1 pe 
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THE ELECTRICAL RACEWAY WITH 
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mistvuction for Victory 


We've got to build—and build fast. We need more plants for 
armament production—for the manufacture of materials vital 
to victory. We need army camps and bases. We need additional 
housing for workers. All in a hurry! 


You, as an electrical wholesaler, can help speed this program 
of Construction for Victory—by suggesting to contractors that 
they use the streamlined raceway for electrical wiring—‘“Inch- 


Marked” ELECTRUNITE STEELTUBES. 


“Inch-Marked” ELECTRUNITE STEELTUBES provides the From end te end, every length is clearly AND 
ACCURATELY marked off in feet and inches. 

protection of steel needed in most structures. It is approved by 
the National Electrical Code—for exposed, concealed or con- 
crete slab construction. Any U. S. Government agency can use 
this raceway by requiring that it conform to the emergency 
alternate, E-WW-T-806a, for Federal Specification WW-T-806. 





It is streamlined in weight—is easy to handle even in difficult 
locations. It is streamlined in fittings. There are no threads 
to cut—two simple compression-type fittings make water- 
tight joints. Wire pulling becomes streamlined, too—requires 
less effort, because of the thousands of tiny knobs on the 


inside surface. The patented knurled inside surface makes wire 
pulling as much as 30% easicr. 





The latest streamlined feature is the continuous foot-rule 
clearly printed on every length of tubing. Seldom is a foot-rule 
needed—and the mark for cutting or bending already is made. 


seem With the new streamlined ELECTRUNITE bender—with 
streamlined instructions and diagrams on a tag with every 
shipment of tubing—any good mechanic can make bends 
easier and more accurately than ever before possible. 





We're telling electrical contractors about these advantages in 
each monthly issue of ELECTRICAL CONTRACTING maga- 
zine. We’re telling them, too, that they should see you—the Simple fittings end dirty thread cutting and laborious 
ELECTRUNITE Distributor—that “Inch-Marked” ELECTRU- ‘seomfating” work. 

NITE STEELTUBES is sold only through you—and that 
you’re ready to help them in every way possible. 


















Why not “follow-through” by mentioning this easy- 
to-use raceway and its features to your customers? 
‘ou'll help them, yourself and the Construction for 
Victory program. 


STEEL AND TUBES DIVISION 


REPUBLIC STEEL CORPORATION 









You can't go wrong with these simple bend- 


CLEVELAND . OHIO ing diagrams furnished with each shipment. 
Berger Manufacturing Division 
Culvert Division ° Niles Steel Products Division 


The ELECTRUNITE bender predetermines 


nion Drawn Steel Division * Truscon Steel Company 
bends for you—saves a lot of work. 





‘CTRUNITE Steeltu bes 


H TINUOUS FOOT-RULE EVERY LENGTH! 
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REGIONAL ANALYSIS JANUARY, 1942 


HE regional breakdown of sales and inventories of aida 
aes . and - - Figures in this table apply to the geographic divisions 
A electrical wholesalers, as previously published, must ; ; : 
, : “D Rea as outlined and numbered in red ink on map above 
be listed as a “‘Pearl Harbor”’ victim. 





Up to now, under a special arrangement with the ; nae ORES 
U. S. Department of Commerce, WHOLESALER’S SALES- SALE . 
vidoe Aaa: : W whe aft January, 1942 Geographic January, 1942 

MAN was permitted to underwrite the extra cost of Compared in % with Division Compared in % with 
breaking down national figures into separate totals for (See Red 
eee ee ee . ea es : — figure on 
22 regions. This involved time of statisticians and, par- Decener | Sooneny Map) December | January 
ticularly, the use of tabulating machines and operators. | 1941 1941 | 1941 


—_—$——————————— | —— —___—__—__}—_—_ —_ _— — 


Since Pearl Harbor, various new government activi- “ 
: 00 156 
98 148 
98 138 
151 
98 143 
92 123 
102 159 
103 125 
104 163 


84 132 
82 143 


eer 76 133 
» (ens dures: at < cescary activ > 
the Census Bureau, that all unnecessary activities, not 81 139 


directly connected with our war effort, have to be aban- 83 138 


ties, plans for conversion of industry, international 
economic problems, have created such great demands on 


doned by Order of Jesse H. Jones, Secretary of Com- 18 00 
merce. Due to that order our 22-regional has to be 70 110 
abandoned. 71 128 

But—not all is lost. 72 113 
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The Bureau of the Census will continue, at least for 











the moment, to supply breakdowns of national figures U.S. A. oo ©6C|~Cté«aaSs 








into the geographic divisions, as outlined in red on the 





above regional map. 
We realize that the separate sales and inventory States Comprising Geographic Divisions 


figures for those 9 large regions do not give an individual 1. Maine, New Hampshire, Vermont, Massachusetts, Rhode 
wholesaler the same opportunity for comparison that Island, Connecticut. 2. New York, New Jersey, Pennsyl- 
was possible previously, when the territorial units were vania. 38. Ohio, Indiana, Illinois, Michigan, Wisconsin. 
smaller and more nearly representative of the territory 4. Minnesota, lowa, Missouri, North Dakota, South Dakota, 
covered by the larger houses. Nebraska, Kansas. 5. Delaware, Maryland, District of 
Columbia, Virginia, West Virginia, North Carolina, South 
Carolina, Georgia, Florida. 6. Kentucky, Tennessee, Ala- 
bama, Mississippi. 7. Arkansas, Louisiana, Oklahoma, 
Texas. 8. Montana, Idaho, Wyoming, Colorado, New 
location but careful consideration was given to their Mexico. Arizona, Utah, Nevada. 9. Washington, Oregon, 
economic characteristics. THE EDITOR California. 


Nevertheless, the 9-region breakdown should prove 
interesting and valuable because its grouping of states 
was not determined merely according to their geographic 
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By "The Man with the Panama Hat'’ 


REVISIONS Since Donald M. Nelson's WAR PRO- 
DUCTION BOARD came into power and the old 
OPM set-up was abandoned every order or ruling 
affecting the operation of electrical wholesalers has been 
put under the official microscope. Object is, to get more 
efficiency, speedier functioning, by eliminating red tape 
and streamlining operating routines. 

As this column goes to press no official information 
on those revisions has been released. However, it is 
known that important streamlining operations have 
been performed on order P-90, on the Production 
Requirements Plan, on the M-67 order. 


FORESIGHT Neither wholesalers nor manufactur- 
ers will do themselves or their industry any good, if 
they try to disregard present rulings or orders from the 
various agencies that have been set up by the government 
for the express purpose of co-ordinating and speeding 
up our war effort. 

That there is going to be no fooling around with 
recalcitrant “individualists” has become increasing] 
apparent since Pearl Harbor and, that grim determina- 
tion to weed out the cheaters or chiselers has grown 
infinitely stronger since the fall of Singapore and other 
happenings have exposed the deadly gravity of the 
situation. 

It behooves every business man to realize that we 
are in a fight, in a tough fight, that it will take all our 
resources, all our strength, all our production capacity 
and organizing ability to gain the victory. 

Wholesalers should examine their territory, analyze 
the activities of their customers, seek by every means 
at their disposal to give preferred advice, service, supply 
goods, FIRST and FAsT where they will help to speed 
up or maintain war production. 

If some of your competitors are cheating, don’t shut 
your eyes and say to yourself: “That’s none of my 
business.’ Remember that one rotten apple can spoil a 
barrel full of good ones. One chiseler can put the entire 
wholesaling industry in disrepute, even in danger of 
being “liquidated” for duration. 


March 1942 — WHOLESALER’S SALESMAN 


“ 


Foresight is better than ‘hind’ sight by a damn 
sight,” so goes an old saying. Make it part of your 
business to police your territory and talk “religion” into 
the fellows that are inclined, thoughtlessly or otherwise, 
to jeopardize the future of the entire wholesaling 
industry. 


P-100 Although some revisions are coming through, 
don’t expect that the intent and spirit of this order will 
be changed. 

It is not meant to cover items that in the ordinary 
course of business would be charged to capital invest- 
ment, but only those that can be clearly justified as 
maintenance or repairs and are charged as such. 

Thus for instance the P-100 order would give no 
comfort if a whole installation of incandescent lighting 
equipment were to be pulled out, to make room for 
fluorescent fixtures. 

Sut, it would apply if some old reflectors have become 
unserviceable or broken and had to be replaced in 
order that ample lighting might be supplied at the 
various working levels. 


VIGILANCE 


Washington these days that any group that is not alert 


Things are moving so fast here in 


and continuously on the job to protect its status may 
suffer from either accidental or carefully designed 
squeezes. 


This column has frequently warned the wholesaling 


industry that powerful factors are influencing the 


thinking in important quarters toward acceptance 01 
the theory that wholesalers are barnacles that retard 
the speed of distribution and increase the cost AND 
rHEREFORE SHOULD BE ELIMINATED. Those theorists 
are trying to use the war-emergency as a golden oppor 
tunity and excuse for getting the wholesalers’ death 
warrant signed. 

Not long ago electrical wholesalers escaped by a 
mighty narrow margin a complete by-pass when one 
of the most important government agencies wanted to 
BUY prrEcT from the manufacturers large quantities of 
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FLUORESCENT AND 
INCANDESCENT 
EQUIPMENT AT ITS BEST 



























“X-Ray” Incandescent Unit - siligg ss #8 INDUSTRIAL UNIT 
Recommended for accurate Light Control. 
Typical i Unit illustrated above is a standard Curtis 2-lamp industrial 
Howed lighting unit. Two sizes: for 2—40-watt or 2—100-watt lamps. 
Reflector ‘ 
Unit units for ; 
incandes- 
on tm WITAL TO THE WAR EFFORT 
cage Because maximum production is possible only with a well 4 
sizes up to designed high intensity lighting system, good lighting is vital 
lr ti to our war effort. i 


watts. 
Curtis lighting equipment is carefully fabricated of quality 
material to give efficient and dependable service. Conditions 


in the particular plant will determine what type lighting units 


MAUMEE ALE AA will be best. Let our local Curtis representative help you or 
get in touch with our Chicago Engineering Dept. 


CURTIS LIGHTING, INC. 


6135 WEST 65TH STREET...-CHICAGO 
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electrical materials. That time such disaster was averted 
and the material is being supplied by the regular dis- 
tributors, but practically at distributors’ prices. 

NoW a new threat looms, as another government 
agency, highly important to the electrical wholesaler, 
has just asked several manufacturers TO QUOTE DIRECT 
on a huge quantity of wiring materials. We are glad 
to be able to report that at this writing various interests 
are at work to keep this business flowing through the 
usual wholesaler channels. 

However, it is well to remember that today, more 
than ever before in the history of the industry ETERNAL 
VIGILANCE IS THE PRICE OF victory. Particularly now 
it is the price that the wholesaling industry must pay, 
if wholesalers are to stay in business during and after 
this war emergency. 


PD-25C and D As of February 20th, 1942 these forms 
were withdrawn from use by the Director of Industry 
Operations of WPB. 

It is pointed out that most of the types of preference 


ratings, for which the use of those forms were designed 
now are extendable. 


However, this actually eliminates temporarily at 
least, the distributor (or wholesaler) from any consid- 
eration in the manufacturers functioning under the 
PRP which fact will bear watching as revised orders 
are issued. 


P-90 EXTENSIONS Until very recently no priority 
ratings could be extended to sub-contractors under this 
order. 

Now, if shown on form PD-25-A orders from sub- 
contractors may carry the same priority ratings as 
those covering raw materials. 


GET READY Unless plans now in the works are 
changed materially, wholesalers will get a new operating 
charter that is patterned after the Production Require- 
ments Plan. It will be a clearer-cut procedure than 
any that preceded it although the form to be filled out 
may at first glance seem more formidable. Much greater 
stress will be put on the final or “end use” to which the 
materials are put that the wholesaler sells. 

The tip-off to the wise ones is: If you are not already 
doing this start at once to classify all your customers. 
Determine the type of project for which the materials 
are to be used. Know what type of products your indus- 
trial customers manufacture and what percentage of 
their output is covered by priority ratings and—get 
those priority ratings for each class of products and 
the percentage of output they represent. 

(This publication has urged such system of “end use”’ 
records since October 1940. The Editor.) 


CONVERSION § That’s the top-line topic among top- 
flight officials of WPB these days. The sub-contracting 
program has not moved fast enough. 

Following 100 percent conversion of the automobile, 
refrigerator, radio industries, will come conversion of 
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other whole industries, of groups of factories, of 
individual plants. 

Object is to put every available machine and shop to 
work on war materials. And—every conversion, like 
every sub-contract, will make new business with 
priority ratings for the electrical wholesalers. 


COPPER WIRE UNDER M-9-a = Official clarifying in- 
terpretation states that prohibitions apply to those 
“regularly engaged in the wholesale business” who stock 
and sell wire mill products “without change in form”. 
The definition includes “bare or insulated wire for elec- 
trical conduction made from copper or copper base 
alloys”. 

Deliveries of “completed copper products designed for 
the ultimate consumer” are not included in the prohibi- 
tions of the order. 


FLASHLIGHTS The Bureau of Industry Advisory 
Committees of WPB announces the formation of a 
Flashlight Case and Battery Industry Advisory Com- 
mittee under the Government’s chairman, Jesse L. 
Maury, chief of Electrical Appliances and Consumers 
Durable Goods. Officials of every important case or 
battery manufacturer are named on the committee. 


MORE LEE-WAY Job platers, machine shops, motor 
rewinding shops and other shops performing industrial 
repairs now are eligible for priority assistance under the 
Production Requirements Plan, announces the Division 
of Industry Operations of WPB. 

By submitting applications on Form PD-25A_ or 
PD-25X, according to the size of their business, com- 
panies of these types may obtain a priority rating or 
ratings to be used over a calendar quarter for specified 
quantities of material. The rating assigned and the 
quantity of material it may be used to obtain will 
depend upon the volume of war or essential civilian 
work being handled by each company. 


A-10 RATING UNDER P-100 From mere nuts to 
major repair parts, whatever is needed by a farmer or 
his repair man to repair or maintain farm machinery 
hereafter can claim A-10. priority rating on covering 
orders. So says a covering amendment to Preference 
Rating Order P-100. 


SUB-CONTRACTING Fourteen permanent sub-con- 
tracting exhibits have been established in important in- 
dustrial centers. Small manufacturers can go there, 
look over parts that are wanted, find out how and where 
to go to get the job. 


PRP IS GOING STRONG The WPB’s Division of 
Industry Operation reports that since PRP The Pro- 
duction Requirements Plan was put in effect January 
1, 1942 over 2,500 companies have “enlisted” under it. 

In less than two months more than half again as 
many applications were received as during the 74 months 
under the Defense Supplies Rating Plan which was re- 
placed by PRP. 

That’s going good! Incidentally, wholesalers should 
urge their manufacturers to “join up” under PRP. 
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DEDICATED TO THE PRODUCTION 
OF THE ALL-INCLUSIVE LINE OF 
SPERO QUALITY ELECTRICAL PRODUCTS 


REFLECTORS ¢ FLUORESCENT LIGHTING 
FLOODLITES « VAPOR PROOF UNITS 
ELECTRICAL CONSTRUCTION MATERIALS 


The Spero Electric Corporation has dedicated its plant and its 
men to making a steadily increasing volume of electrical pro- 
ducts for a myriad of contractor needs. 


For more than 30 years, the SPERO line has served the needs of 
industrial and commercial establishments well. During these 
years, the requirements of the users have influenced the design 
and workmanship of every SPERO item. Today the SPERO lines 
cover every standard need in their respective fields. These 





products are built to high standards and for lasting performance. 
Our large plant at Cleveland is geared to produce in anticipa- 
tion of your demands. 


With delivery all-important, you can’t afford to shop around. 
Depend on SPERO as a complete source of supply on five lines 


of electrical equipment. For quality and delivery, quote SPERO. 














THE SPERO ELECTRIC CORPORATION 
18222 LANKEN AVENUE * CLEVELAND, OHIO 
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acific Goast Wholesalers 


restle with War-time Problems 


Priorities and other current problems, the low-down on new 


lamp construction, fluorescent sales, industrial power facilities, 


good fellowship, kept wholesalers busy at Del Monte meeting 











ONSIDERATION of priorities, 

allocations and limitation or- 
ders as they affect supplies of 
electrical goods and materials, fur- 
ther study of distribution procedure 
to uncover weaknesses and formu- 
late correctives, and analysis of war- 
time relationships between whole- 
saler, manufacturer and utility — 
those were the problems discussed at 
the winter meeting of the Pacific 
Division, of the National Electrical 
Wholesalers Assn. (NEWA), at 
Del Monte, Calif., February 4-7. In 
both interest and attendance (175) 
the meeting set new records. 


Wartime Wholesaling 


Effects of priorities and limitation 
orders on the wholesaler were stud- 
ied at two meetings, one open and 
the other restricted to members. 
N. J. MacDonald, vice-president 
and sales manager of Thomas & 
setts, Elizabethport, N. J., special 
electrical industry advisor to OPM, 
was the key figure in these discus- 
sions, bringing the group the latest 
interpretations of new orders. 

Mr. MacDonald declared that the 
priority system has shown no evi- 
dence of changing the wholesaler- 
manufacturer distribution relation- 
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ship, and in his opinion this relation 
ship will not be disturbed so long 
as the wholesaler cooperates in the 
priority procedure and honestly tries 
to live up to the rules. He emphati- 
cally asserted that priorities, alloca- 
tions and limitations are in for the 
duration and that normal commer- 
cial aspects are out. 

Any wholesaler who accepts un- 
rated orders in the face of these con- 
ditions is bleeding his business to 
death and is drying up his sources 
of supply from the manufacturer, he 
said. He indicated how a manu- 
facturer who does not receive pri- 
ority extensions from the wholesaler 
is stalemated in securing materials. 
He explained the workings of the 
PD-1A and 3A orders and the M-67 
order on inventories. This latter 
should stop hoarding and correct 
bad commercial 
thought. 

MacDonald predicted that electri- 
cal appliance manufacturing facili- 
ties would follow the 100 percent 
conversion trail of the automobile 
industry. While this might seri- 
ously affect the wholesaler, he pre- 


practices, he 


dicted that the supply and equipment 
business resulting from the many 
billion dollars of war construction 
activities would more than offset 


such losses. Electrical manufactur 
ing production in which the whole- 
saler has a stake will go up from 
$24 to $5 billions in 1942 for mate- 
rials that go into plants or war 
equipment. 

“The hatchet men and theorists 
are in temporary eclipse and will 
stay that way if business and indus- 





Re-elected Pacific Division chairman was 
D. A. Smith, secy. and purchasing agent, 
Graham Reynolds Electric, Los Angeles. 
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try will cooperate with Donald 
Nelson,” he said. “Get behind the 
priorities extension program. If you 
don't vou may get something far 


Worse ‘ 


Lamps in Wartime 


“Don't hoard lamps,” was the 
warning of N. H. Boynton, general 
sales manager, Western Division. 
Lamp Department, General Electric 
Co., despite present material limita- 


’ 
tion orders, 


Research plus utiliza- 
tion of substitutes assures the pro 
duction of all lamps needed for 
essential services, he said. Substi- 
tutes had been developed and were 
heing applied before the recent limi 
tation orders came out, he pointed 
out. Bases of new lamps were made 
of steel instead of brass, with only 
a small brass plate for contact. Only 
15 percent as much copper is used 
in the new base as formerly. Nickel 
lead-in wires in the lamp itself have 
heen replaced with copperclad iron 
wires. 

Mr. Boynton also stated that, con 
sidering material supplies that have 
heen set aside for lamp manufacture, 
coupled with the use of substitutes, 
it will be possible l 


) produce all of 
the lamps that will be required for 
essential lighting purposes. As a 
matter of fact, the substitutes which 
have been developed and which are 
being studied in the laboratories will 
probably produce better lamps than 
were ever available before, with some 
promise that in time they even may 
be cheaper. 

Two classes of lamps will feel the 
effect of the materials limitations, 
Whereas 165 million 


Christmas tree lamps were produced 


he asserted. 


last vear, the 1942 production will 
not exceed 50 million. Supplies of 


tree strings put away by the public 
in closets and attics. Up to May 1 
manufacturers may produce 25 per- 
cent of the series type and 40 per 
cent of the multiple type lamps made 
during the same period last vear. 
Then production stops. 

Christmas tree lamp production 
facilities will not be idle. This ca 
pacity will be devoted to making 
flashlight lamps. If the experience in 
england is typical, this capacity will 
be taxed to meet demands. There 
the annual consumption of flashlight 
lamps jumped from 8 million to 100 
million. English factories produced 
50 million, and a like number were 
imported from America. 

Sign lamps and lamps used solely) 
for decorative purposes no longer 
may be produced. Also, it 1s possi 
ble that photoflash lamps may be 
curtailed except for use by the armed 
forces. 

“One great advantage that may 
accrue to the whole industry will be 
a drastic reduction from the 5,600 
styles and types of lamps that manu 
facturers now make to meet individ 
ual uses through simplification and 
standardization,” he declared. “Al 
ready the matter of simplification is 
being considered by the Conserva 
tion Section of the WPB. It ts pos 
sible that the number of styles and 
types may be cut by at least one 
third. To accomplish this, reductions 
would be made in the number of 
voltages, bulb sizes, wattages and 
colors now available. For instance, 
there would be no more 110-volt 
lamps.” 


Fluorescents Have Green Light 


The green light has been flashed 


for the fluorescent lamp business, 
Boynton reported. The benefits of 

















these lamps must come from carry this lamp to the whole industrial pro 
over stocks and from the Christmas duction program have been recog- 
TOP CENTER BOTTOM 

Sam Rosenfield, owner Three W estinghouse A. H. Meyer, general 


of the United Electric 
Supply Co., Salt Lake 


managers 


Electric Supply branch 
talk things 


manager, Leo J. Meyer- 
berg Co., Pacific Coast 


City and C. W. Good- over. They are, left to appliance distributors 
win, Jr., San Francisco right, B. D.  Perga, who now are entering 
district manager, G.E. Butte, Mont.; J. W. the supply field, and 


Supply Corp., compare 
notes on the way things 


O'Neill, Portland, Ore.; 
and E. J. Duggan, Salt 
look. Lake City. 


H. H. Courtright, presi- 
dent and manager, Val- 
ley Elect.Supply, Fresno. 


WHOLESALER’S SALESMAN — March 1942 
























ee ee ey 











Two G.E. 


Supply old timers, J. A. Kahn, commercial 
v.p., Salt Lake City; and H. R. Noack, commercial v.p. 
and regional supervisor of supply sales, San Francisco. 





N. H. Boynton, G.E. lamp dept. western district general sales manager 
from Nela Park, and three Pacific Coast G.E. lamp managers—E. P. Mar- 
kee, Los Angeles; M. C. Hixson, Oakland; and L. R. Wilson, Portland. 





nized and manufacture will be main 
peak 
limitation here may be in fixtures, 
of the 
metals required are under limitation 
As the result of research, 
there has just been announced a new 
three-unit 


tained at levels The sole 


because plastics and many 
orders. 


fluorescent circuit with 
two 75-watt incandescent lamps for 
ballast. 


wood with a minimum of metals has 


1 


A new fixture of laminated 


een designed to accommodate this 


circuit. Other circuits are being 


studied in the laboratory 


More Power 


R. E 
Klectric Co. vice-president, told the 
group that 300,000 kw. of new war- 
time industrial load had located or 


Fisher, Pacific Gas and 


was to locate in central and northern 
California with attendant demands 
for electrical supplies. He also 
stated that 90 percent of the priority 
applications for power line exten 
sions to agricultural power custom 
ers were receiving WPB approval 
because of the $1 billion demand for 
food placed on California agricul- 
ture. 

J. E. E. Royer, vice-president and 
vyeneral manager, Washington Water 
Power Co., Spokane, Wash., re 
ported that 700,000 kw. of new in- 
dustrial plant facilities were being 
located in the Pacific Northwest to 


March 
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utilize Bonneville and Grand Coulee 
power. 
©. R. Doerr, Pacific Gas and 


Electric general sales manager, de 
scribed how the programs initiated 
to mass educate the public on black 
out lighting were building business 
H. H. Courtright, president and 
manager, Valley Electrical Supply 
Co., Fresno, asserted that, despite 
the war, the industry should not for 
get its merchandising technique or 
lose its merchandising manpower. 

George C. Tenney, editor, Electri 
cal West, predicted a revolution in 
Pacific Coast economy when the full 
impact of the wartime basic indus 
trial plant being located in that re 
gion begins to make itself felt. 

In a plea for cooperation with the 
present War Production Board, Dr. 
Thurston H. Ross, professor of in 
dustrial management, University 0! 
Southern California, declared that 
“it is imperative for business and 
industry to be self-policing today 
so that they will not be be- 
smirched by a few skunks who 
would like to take advantage of 
the profligacy of wartime govern- 
ment spending.” 

D. A. Smith, secretary and put 
Graham-Reynolds 


chasing agent, 


Electric Co., Los Angeles, was re 
elected Pacific Division chairman, 


and R. A. 


secretary. 


Jalzari was re-elected 


In the golf tournament Leonard 
Marsh, owner, Marsh Electric Co., 
Long Beach, Calif., won the tradi 
tional Copper Cup; J. E. E. Royer, 
the Central Station Trophy; Leste: 
Siebert, San Francisco manager, 
Trumbull Electric Co., the Manu- 
facturers’ Cup; and W. G. Tapping, 
l.os Angeles manager, Cutler-Ham- 


mer Co., the Clendennin Trophy 





i. Fs 


Thomas 


MacDonald, sales 
and Betts, who 
group the latest slant on 
news. 


manager of 
brought the 
Washington 





Bip plenty of money to be made in fluores. 
cent lighting these days. But there can be plenty 
of headaches, too. 


It all depends on the kind of stuff you sell. 


And that’s where the fellows who sell Hygrade 
Fluorescent Lighting have a big edge. 


For if you’re a Hygrade salesman, you can sell 
everything Hygrade — not just lamps, but fixtures, 
starters, sockets — completely assembled. Or, you 
can go all out in pushing any one of them. 


You can say that — 


Hygrade lamps last longer, give mort 
light, better all-round results. 


Miralume fixtures are easier to instal 
more economical to maintain. 








Mirastat starters provide positive, ment, you’re missing out on a profit-packed op- 
trouble-free starting and restarting. portunity. Write at once for full details and start 


Hygrade sockets are unmatched for  ©*57!N8 in today. 


durability and ease of handling. 


NEARLY 100 PATENTS PROTECT HYGRADE 

Y ll th d hat’ " LIGHTING PRODUCTS! Extraordinary lighting efficiencies 

4 ou Cam say a that and, whats more—you can are obtained in Hygrade Fivorescent Lamps by tuning the ultra- 

make it stick. violet energy to the 2537 Angstrom Units wave length effective in 

causing the porous film (Hygrade Patent No. 2,096,693) to generate 

‘ 99 light as shown in Hygrade-controlled Patent No. 2,126,787. Hygrade 

For these four elements of “fluorescent at its finest pruiiede ame euliamaiy quad te 6 tam eunter @ an 
are all backed by Hygrade — we guarantee the patents, including No. 2,201,817 and No. 1,982,821. 


“complete package.” Hygrade Miralumes incorporate the high power factor, low strobo- 
scopic circuit described in Hygrade patent 2,195,114 and the quick, 
So if they don’t live up to the nice things you say pearanngptondhenneyenn. Apacssomye: sell —agsniad-sgeraptar-seomcereghain-agaands 
ss . design features that meet the specific needs of industrial and com- 
about them — it’s our neck, not yours. mercial light users are described in Hygrade patents D-120,563 
j D-122,145, D-122,236, and D-122,903. 


If you’re not handling Hygrade fluorescent equip- 





“Everything that’s finest in fluorescent”’ 


HYGRADE SYLVANIA CORPORATION 


Salem, Mass. 
Manufacturers of Hygrade Incandescent Lamps, Fluorescent Lamps, Fixtures, Starters, Sockets and Sylvania Radio Tubes 













By H. Freeman Barnes 


OU and I are in the lighting 

business. We make part of our 

living selling lighting fixtures, 
lamp bulbs, fluorescent tubes and 
wiring supplies. Sartorially speak- 
ing, most of us are not in uniform 

yet 

But, I doubt if there is a single 
one among us who hasn’t said to 
himself time and time again, “This 
is war! What can I do? How can I 
help win the war? How can I feel 
that in my work, from day to day, 
I’m doing something which, even in 
a small way, is backing up the men 
who are and will be pulling the 
release on a bomb, or the trigger on 
a machine gun?” 

\ few nights ago I was present 
at a PTA meeting at the school 


where my youngest son attends. 


Phe speaker—and a good one—was 
one of the head men of the local 
He talked about 


the seriousness of the struggle in 


Civilian Defense. 


which we are participating and the 
sacrifices that all of us were going 
to have to make. 

When _ he 


mothers 


finished, one of the 
said, “We 
We want 
to help. Just what can we do?” 


stood up and 
realize we are in a war. 


Well, the unfortunate part of it 
was that the speaker couldn't an 
swer this question too satisfactorily. 

. There isn’t too much that the 
average individual can do 
Cross 


. “Red 
. Learning First Aid .. . 
Improving 


Air Raid Warden 
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Manager, Sales Promotion Dept 


General Electric Co., Nela Park 


” 


one’s own health. 

All of these are important, but 
none of them gives us the feeling of 
definite, concrete action in helping 
quickly to make our war machine 
more effective. 

But there is something you and | 
in the electrical industry can do— 
something that’s definite and tan- 
gible and immediate. Something we 
can do almost every hour. 

All of us know that light is of 
tremendous importance as a_ pro- 
duction tool. That light —lots of 
light — inevitably 
That light 
also saves energy, saves materials 


increases pro- 
duction. lots of light— 
through reducing 
time and thus results directly in in- 
That light- 

-reduces eye strain, aids 


spoilage, saves 
creased production. 
lots of light 

health, is a factor in improving 
morale, and thus in the long run, 
helps further to increase production 

Let’s ask ourselves, honestly, are 
we really selling light for what it is 
and for what it can do in helping 
win the war? Or, are we attempting 
to conduct our business as nearly as 
possible under the old practice of 
just getting whatever business we 
can, wherever we can get it? 

Let’s see what our problem is. At 
the moment, we need more fighter 
planes and bombers in the Far East. 
Just how do we get them there? 

First of all we have to build a 
plane. One basic part of a plane is 
aluminum. We have to dig the ore 


Lots of Light Will Help 


WHAT CAN YOUby 


out of the ground; transport it to 
an aluminum plant. It has to be 
manufactured into basic aluminum. 
From there it may be transported to 
another plant which makes this alu- 
minum into workable material . . 
transported to a parts manufactur- 
ing plant 
bly plant 
to the Coast. 

But the plane is still not in the 
Far East. We have to have ships. 
It takes steel to build ships. So we 
must mine the ore; transport it and 
make it into steel; make it into 
parts; fabricate it into ships. 

The ships and the planes have to 
meet at some point on the coast. 

But we still have to have more 
ships—ships to transport men and 
supplies—and warships to protect 
all these on the way across. 

The whole problem, as you and | 
know, is one of getting every ounce 
of production out of every minute of 


. to an airplane assem- 
. and flown from there 


every day. Today, tomorrow, next 
week, next month . . . every minute 
during 1942 and 1943, and until the 
war is won. And while we have 
talked only of planes and_ ships, 
none of us dares to forget the 
thousand-and-one other items which 
are a necessary part of our total war 
machine: ammunition, food, ete. 

What can you and I do? 

You and I can see that every 
place where eyes and hands are put 
to work, starting with the digging 
of the ore or the loading of the 
wheat, see that precious seconds are 
gained with good light rather than 
lost with poor light. 

Poor lighting may be indulged as 
a peace-time luxury. But this is 
WAR. We can no more afford poor 
lighting today than we can afford 
poor health—or poor plans, or poor 
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in Lhis War 


UND I DO? 


manufac- 
techniques. 


transportation, or 
turing methods and 

While we can’t double production 
with good light, there are countless 
instances of increases in production 
measured in terms of 3, 5, or 8 per 
cent. 


pe OT 


Let’s take a conservative increase 
of 3 percent. Apply that 3 percent 
increase in production to the people 
now in defense work. That’s the 
equivalent of 300,000,000 more man- 
hours which, if we could interpret 
them in terms of ships, tanks and 
planes, would mean: 

43,000 Light Tanks 
or 12,000 Training Planes 
or 2,400 Big Bombers 


or 100 Destroyers 
or 11 Battleships 
“But,” you might say, “I don’t 


handle any big industrial business. 
How does all this apply to me? If 1 
were contacting industrial plants 
doing defense work, I’d naturally be 
telling of increased production. 

Well, in a few weeks there will be 
around six million people on war 
work. By 1943, this is to be upped 
to 15 million. Subcontracting will 
affect almost every community of 
any size in the United States. And 
what is more important, a great 
many of these additional 
will have to come from civilian jobs. 

The majority of existing plants- 
particularly the smaller ones—do 
not have modern production-gaining 
lighting. They will need help in 
improving their present lighting. 
Perhaps the only thing they can do 
at the moment is to use soap and 
water and elbow grease on a regular 
cleaning schedule. Perhaps it’s a 
case of bigger bulb in present fix- 
tures. Perhaps a rearrangement of 
present lighting. 


workers 


Perhaps they really need a new 
lighting job. 

If you and I, with our knowledge 
of what light can do to save time 
and increase production, don’t at 
least tell the story thoroughly and 
convincingly‘ to these plants and 
render them a lighting service—who 
else is going to do it? And, in a 
sense, wouldn’t we be slackers to 
with-hold so important a service? 

The thousands of businesses from 
which these additional 9 million 
men and women will be drawn are 
going to suffer from lack of person- 
nel and, in many cases, are going to 
be sadly handicapped. 

Many businesses will have to ac- 
cept this handicap. But in certain 
instances, light can and should be 
brought to their aid to help make up 
for lost personnel. Take the garage, 
for example. I have one in mind 
where six months ago the owner 
had five mechanics. He now has 
three left, plus a young boy as 
helper. He has twice as much re- 
pair work to do as before. It’s essen- 
tial work—work that really needs 
to be done, to keep cars rolling that 
carry men to their war jobs. 

How can light help here? Well, 
in this particular case (and there 
must be thousands of them where 
the present lighting is as terrible), 
every time a mechanic drops a nut 
on the floor, it takes the better part 
of five minutes to find it. If you 
want to make the assumption that 
each mechanic wastes only a couple 
of minutes out of each hour because 
he can’t see quickly and surely, this 
represents about an hour per day 
lost in this particular garage. 

We can’t get a priority on an 
order for new equipment for this 
shop, but there are some things 
which can be done. . . lighting im- 
provements which 
suggest which will help save 
man-hours. There are millions of 
such man-hours to be saved in vari- 
ous kinds of non-defense businesses. 

And, with 15 million men and 
women working in war industries, a 
fair estimate would be that not more 
than three million of them will be 
working under really good lighting. 

With the other 12 million work- 
ing under production-losing light, 
we are faced with 24 billion man- 
hours a year in which some fraction 
of each hour represents time wasted 


somebody can 
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—time that could be saved with bet- 
ter lighting. Isn’t this a challenge 
to each one of us who spends all or 
part of his time selling lighting? 

Messrs. Hitler, et al, are betting 
that we can’t make it in time. They 
know that when it comes to metals, 
chemicals, foods, supplies, etc. we 
have far better resources than they. 
They also know that we have 24 
hours a day and they have the same. 

They started producing long be- 
fore we did. It isn’t a case now of 
our affecting an Alice-in-Wonder- 
land speed—‘“running fast enough 
to keep where we are’’—it’s a case 
of going faster . faster . 
ducing and transporting far more 
in each 24 hours than our enemies. 
And it really is a 24-hour job. In- 
dustry is being asked to work seven 
days a week, 24 hours a day. The 
plant, that in a normal daylight 
eight-hour shift could get along 
fairly well with “horse and buggy” 
lighting, suddenly finds itself con- 
fronted with one or two shifts 
which must depend entirely on arti- 
ficial light for maximum production. 

Lighting is of more importance to 
America today than at any time in 
its whole existence. It’s of more 
importance today than it will ever 
be again. No one of us can begin to 
do the job, alone. But ten thousand 
of us: jobber salesmen, utility men, 
contractors, and manufacturers’ 
representatives—each devoting his 
energy to making every contact 
count—may well feel that we really 
are doing something to win the war. 

We have prayed for more bomb- 
ers in the Far East. If this 3 percent 


» « PLO- 


increase in production of the 5 mil 
lion war workers now employed 
could be translated into four-engine 
bombers, it would mean the equival- 
ent of 200 more bombers off the 
production line each month. That's 
what added man-hours can mean. 

Either we in the lighting industry 
are right, or we are wrong. Either 
lighting increases production or it 
does not. If it does not, we should 
quit talking about it—dquit selling it. 
If it does, and we have the proof 
that it does, we cannot stop until we 
have told the story and rendered a 
service to every concern where good 
lighting will save precious man- 
hours. * 


This is what you and I can do 
... NOW! 
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By 0. Fred. Rost 


Here's How Sub-Contracting 


Makes 


ales For Wholesalers 


This case history shows the way a new high-priority market is spring- 


ing up, and its rapid growth as new sub-contracts are assigned 





VER $1,500 worth of electrical 
supplies bought under A-l-c 
Priority Ratings, from 2 or 3 

wholesalers in less than one year by 
what is at present probably the 
country’s SMALLEST SUB-CONTRAC- 
TOR—that’s the amazing record that 
was uncovered when we called at 
the “plant’’ of the Electric 
Co. in New England. 

We had been told about this 
unique little sub-contracting opera- 
tion by officials of the U. S. Govern- 
ment’s Division of Information of 





Partial List of Electrical Materials 


BOUGHT FROM WHOLESALERS 


By This Small Sub-Contractor 


20—or more Motors, 4 H.P. to 
3 H.P. 
1—C-H 
Switch 
3—Safety Switches 
4—Switchboard meters 
2—Electric Clocks 
2—Automatic Time Clocks 
3—Fiuorescent Desk Lamps 
3—Fluorescent Ceiling Fixtures 
6—Industrial Type Reflectors 
(There is need for a whole new 
lighting installation.) 
50—Cartridge Fuses 
50—Various types of Outlets and 
Sockets 
48—Special type industrial Heat- 
ing Elements 
300—Iincandescent Lamps, 75 watt 
or larger 
3000—or more feet Armored Cable, 
#12 and #6. 


Automatic Starting 





1—5-KW Generator 
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the Office For Emergency Manage- 
ment. In fact, we are indebted to the 
OEM for the splendid group of 
photographs reproduced on _ these 
pages, (all taken by official photogra- 
pher Hollem). And—were it not 
that these pictures serve as irre- 
futable evidence, we admit that our 
readers might be justified in dis- 
missing this account as too fantastic 
for credence. 

But with those pictures and the 
accompanying account, and the au- 
thentic list of electrical supplies 
actually purchased, we feel that we 
are presenting a complete and inter- 
esting case history. One which con- 
stitutes positive proof and a com- 
plete and practical demonstration of 
the truth of our frequently expressed 
contention that sub-contracting 
makes new sales opportunities for 
electrical wholesalers. 

Here is the story: 

Over a period of years, Mr. X., 
founder and owner of the concern, 
was chief engineer or assistant chief 
of four different electrical manufac- 
turers that sooner or later moved 
out of town, one after the other. As 
each decided to move, they wanted 
him to come along, but he liked his 
home town too well to be willing to 
pull up stakes and move elsewhere. 

When the last factory moved, Mr. 
X realized that if he wanted to make 
a living in the field he knew so well 
and remain where he was, he would 
have to start a shop of his own— 





which he did—in the basement of his 
modest home. His wife helped. 

The business grew enough to need 
more room and so the shop was 
moved into the shed back of the 
house, a place no bigger than a one- 
car garage. That’s where all the 
products were turned out until a year 
ago. 

Then things began to happen. 

In February 1941, the first sub- 
contract was secured. The products 
turned out were eminently satisfac- 
tory. Other sub-contracts followed. 

The one-car shed first was doubled 
in length, then tripled in width, 
finally squared up somewhat. all 
around and crowned with a full-size 
second story. New machinery was 
ordered and obtained under those 
high priority ratings. For some op- 
erations the normal heavy-duty types 
were not needed, so hobby-shop type 
of units were bought. 

Every time a new machine was 
bought, or the “factory” was en- 
larged, more electrical equipment, 
motors, supplies had to be obtained 
and hurriedly installed. 

Since July 1941, nearly $5,000 has 
been spent on new machinery alone 
and in addition a gasoline-motored 
power plant, 20-odd small motors, 
lighting fixtures, cable, switches, 
fuses have been purchased. 

In the eleven months since taking 
the first sub-contract, the output has 
been many times multiplied and 92 
percent of it is on sub-contracts, 
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Various detail jobs are done here in what might be called the “women’s section” of 
the operation. After proper training, the women handle the mechanical screw drivers 
and other machines with real skill. (OEM photo by Hollem) 






The family clotheslines stretch from the 
back porch of the home to a corner 
of the backyard factory. That's the en- 
trance of the shop offices, facing the rear 
of the house. (Jan. 1942, OEM photo 
by Hollem) 







































while everything Mr. X has to buy 
arries A-l-c priority ratings. 

The electrical wholesaler’s sales- 
men, who used to pass by, now stop 
in—darn eager to get the business. 
lhey have found that even this small 
shop places orders that are real 
boosters of sales totals, because with 
31 men and women employed, run- 
ning 2 shifts, unfilled orders piling 
up, there is always something 


he 


eZ 


5 OAS ty. 





Stem” 


needed. Pressing tubing for submarine terminals Mr. X watches Mrs. Arthur Shaw operate 
No one knows what might pop with the 40-ton press, largest new ma- a small drill press. Her husband is a 
ik waa : of thats dive he chine, is Leonard Bennett. His father is private chauffeur, she does her part as 
next am one of tnese Gay Ss, W me n a town official, his brother in the army an air raid watcher before work. 
Mr. X can get around to it—with- 
out delaying the war orders, the wir- Secretary to Mr. X is Mrs. Gladys Leit- Mrs. Hazel Wheeler places screws into 
ing and lighting in the whole shop heiser, local tax enumerator, secretary of electric terminals. Her husband is a 
probably will be overhauled to be the DAR chapter, and the X’s next door machinist, her son came safely through 
: neighbor. (OEM photo by Hollem) Pearl Harbor. (OEM photos by Hollem) 


as neat and up-to-date as is the new 
office that takes up a small part of 
he second floor. 

Meanwhile Mr. X and Mrs. X 
d the home-town crew of workers 

are just going to grind out the stuff 

at is helping big prime contractors 

speed up delivery of equipment 

at will help lick Hitler and the 
ips. 

Meanwhile also, there will be or- 
ers again and again for the whole- 
ilers who have learned that sub- 

mtractors, be they ever so small, 
ake new sales opportunities. 








ow You Gan Sell 


etter Lighting to Your Hotels 


One photographic demonstration of better hotel room lighting starts 


By Henry L. Harrison’ 


a profitable replacement fixture campaign which wholesalers every- 


where can duplicate. 


Personal angle emphasized in each presentation 





NOVEL approach that was de- 

vised to sell lighting fixtures to 

hotels has clicked 100 percent in 
producing large orders, and we are 
so convinced of its value that we 
have established it as a permanent 
plan. Response from our distributors 
and field men has been enthusiastic. 
We believe that the idea as described 
here not only is suitable for selling 
lighting equipment, but there are 
undoubtedly many variations of this 
plan which can be used to sell other 
electrical equipment to hotels and 
other establishments. 

This sales plan is based on making 
an absentee-demonstration for a hotel 
manager, showing him through the 
medium of a photographic presenta- 
tion in his morning’s mail just what 

* Director of Advertising and Sales 
Promotion. The Miller Company 





striking results can be obtained 
through adequate lighting in his own 
hotel. 

We obtain the material for these 
presentations by instructing our 
salesmen to stop at hotels which they 
believe would need better room-light- 
ing facilities. A photographer is ob- 
tained to picture the room just as 
the salesman finds it, then again when 
it is lighted by one of our portable 
units which the salesman screws into 
the ceiling fixture, replacing the orig- 
inal lamp. A third photograph is 
taken to show the room when it is 
restored to its poorly lighted condi- 
tion. 

These photographs are the basis 
for a demonstration-by-mail that I 
can best describe by telling how we 
made the first one. It all started one 
night in a hotel room in New York 
when I 


couldn’t do an_ evening’s 






paper-work because of the extremely 
poor lighting of the room. I was 
going to complain to the manager 
but it was too late at night to find 
him. Then, suddenly, I forgot all 
about the work I had planned to do. 
Because my whole thinking was so 
geared to the selling of lighting 
equipment, I could only see the sales 
opportunity offered me here and in 
the many thousands of hotel rooms 
that were inadequately lighted. 

I could see that there was a natural 
market open for replacement sales. 
Hotel rooms should be well lighted, 
and particularly now when the time 
of salesmen and other traveling busi- 
ness men is taxed well beyond the 
normal span of the day. Adequately 
lighted rooms are a profitable busi- 
ness-getter for any hotel, and a fea- 
ture that is bound to create regular 
customers. | knew that a_ portable 








Do you recognize this room ? 


It's No.201 ,the one I occupied when I was a guest 
of your hotel on _.___- This is just how it looked 
when I entered. 

















But I had work to do with my eyes... had to MEE 
have more light...I knew how to get and did! Hfroo 


Here's the result / Hardly looks like the same roqum®4? 
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{ hotel manager opens 
his morning’s mail to 
find a personal greeting 
right) and a sales story 
told easily and quickly 
with excellent examples 
from the managers own 
hotel rooms. (Bottom of 
page.) 


screw-in fixture would convert this 
room into a pleasant working, as 
well as living, room. But not until | 
thought of the photographs did | 
know how to persuade the manager 
to attend a demonstration. 

A few evenings later | checked 
again at this hotel. But this time | 
had with me some portable fixtures. 
With one of these fixtures | made a 
demonstration for the manager, even 
though he may have been out at a 
movie or enjoying a game of bridge 
at the time. I took a photograph of 
the poorly lighted room just as I had 
found it. Then I replaced the ceiling 
lamp with one of our screw-in type 
fixtures and took another photograph 
showing the room adequately lighted. 
After replacing the original lamp a 
third photograph showed the room 
back in its normal condition. 

The hotel finally 
invited to view the demonstration 
when the mail brought it to his desk 


Manager Was 








It 


taken him more than a few moments 


a few days later. couldn’t have 
to see quickly the advantages of ade- 
quate lighting in his own hotel. And 
from the letter we received we know 
he was impressed favorably. 
Here’s what we sent him: 
page folder of heavy catalog cover 
lixlt 
size and hinged with tape so that it 
opened out on his desk to a four page 


a four- 


stock, each page inches in 


spread. Each page was a step in the 
demonstration and sales story. 

The approach was 
fromthe Morning, Mr. 
O’Brien” on the cover to my business 
card pasted on the last page. And, of 
course, it had 
commanding qualities by 


personalized 


“(500d 


excellent attention- 
featuring 
pictures of the manager's own hotel 
instead of the usual “typical installa- 
tion.” His taken 
from his letter to us, which read 


part: “I can not tell you when I en- 


reaction can be 


joyed having anything brought to my 


And best of att / 
do this. Just my 
















attention more than your tolder 
it is one of the nicest pieces of adver- 
tising I have ever seen . . . I shall see 
that the matter is discussed with you 
give me some idea of the 

Cost ca 
We tried the same absentee-dem- 
onstration on five other hotel man- 
agers and received the same enthu- 
And then came the 
From those first six 


siastic response. 
acid test—sales. 
prospects our salesmen received orders 
for 750 fixtures and made arrange- 
further 
that resulted in more sales later. 

Now this demonstration-by-mail 
is part of our regular sales plan. It 


ments for demonstrations 


takes very little time for the salesman 
to hire a photographer and then ar- 
range for the proper follow-up. Out- 
side of the special effort the total cost 
of each sales attack is the cost of 
taking the photographs and making 


up the presentation—which doesn’t 
And it gets results! 


exceed $5.00. 








I didnt disturb any of your personnel to 





ote bes hands..no tools 


aera eae 
li 
with the , socier Otter te 


apn seo vada 
this li bul. 


ing 
eeeersees it does. It comes in 
of colors in naples plheed «pre vorlede a 
the appearance oa oom, makes it mare cheer 
ting .. more restful to the eyes. 


Would you like to see 
Soe yourself the fine 


pocrage?ie be glad 
have you try with- 
out cost or obligation. 


Ihave de- | 
fived toon? 


Sincerely ; 

















but I didnt destroy anything for here's the 
bom when I checked out .. everything intact, 
same as when lentered. 





d to 
lid! 
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(Paste your business card 6A | | 
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By Charles H. Sevin 


Selective Selling and the War 


Wholesalers may find in selective selling a tool for deal- 


ing with problems arising from allocation of scarce goods 


as well as with the problem of reduction of sales costs 





ONVERTING © our 


from a peacetime to a full war- 


economy 


time basis will have repercus- 
sions in every corner of the business 
world. The President has said the 
war program will require half our 
national income. What will this mo- 
bilized economy that will take half 
of our national income for the war 


be like? 


Less Emphasis on Civilian Goods 


In the first place, our total gross 
national product—that is, the aggre- 
gate sum of all goods and services 
produced during the year—will be 
expanded. But the proportion of 
this stepped-up national product de- 
voted to the war will be increased, 
and the absolute amount available for 
civilian consumption will decline. 

The transition from peace to war 
will require the change-over to war- 
time production of much of the plant 
and machinery now utilized in pro- 
ducing civilian goods. It will require 
all, or a major portion, of the sup- 
plies of a long list of strategic and 
scarce materials. It will require much 
of the skilled labor now producing 
certain goods for civilian consump- 
tion. Finally, it will require much 
of the power, transportation, and 
other facilities utilized in peacetime 
production. 

The inevitable result of all these 
war demands is that there will be a 
curtailment in the amount of con 
sumption goods flowing through the 
ordinary channels of distribution. 
Reduction of the magnitude inevi- 
tably to be involved, as well as the 
uneven incidence of the cuts, will 
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give rise to widespread dislocations 
require readjustments 
throughout the distribution system. 

Full mobilization of resources for 
the war program makes it impera- 
tive that efficiency in the operating 
methods of business be increased in 
order that material and labor be con- 


and _ will 


served for the war effort and that 
individual businesses survive. These 
two problems—dislocations caused 
by shortages in consumer goods, and 
improving the efficiency of market- 
ing methods—are related, and can be 
attacked together through a policy 
of selective selling. 


Problems Due to Shortages of Goods 


Reduction in the volume of goods 
available for sale to consumers will 
result in a series of questions for 
the manufacturer and the wholesale 
distributor of such goods. Within 
the limitation of a restriction pro- 
gram not involving rationing by 
Government control, how should he 
divide his limited supply of goods 
among his customers? Should he 
assign to each customer a quota of 
his past purchases, or should he limit 
certain customers? 
Should he attempt to make and sell 
every item in his complete line, or 
should he make (or buy) and sell 
only certain profitable items in his 
line ? 


his sales to 


Corollary questions will arise 
in regard to other matters, such as 
territories to be covered, order Sizes, 
and credit terms. 

Another series of problems will 
arise from the effects of a reduced 
physical volume of sales on market- 
ing costs. Since many distribution 








expenses are fixed costs in the short 
run, operating-expense ratios will 
tend to rise as the physical volume 
of sales falls. With pressure of price 
controls tending to keep prices 
down, gross-margin increases to 
offset expense increases will be sub- 
ject to limitation. To maintain net 
profits and to keep prices down, the 
distributor will have to reduce his 
per-unit cost of handling a smaller 
physical volume. 


Selective Selling As Partial Solution 
Selective selling provides a means 
for meeting some of these problems 
growing out of the transition to a 
war economy. It can become a tool 
for dealing with the problem of allo- 
cating scarce goods as well as with 
the problem of cost reduction. 
Selective selling is a policy of con- 
fining marketing efforts to profitable 
customers, order sizes, commodities, 
and sales territories. The results of 


every distribution—cost analysis 


that has been made to date (by this 
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Bureau and by others) have shown 
that, within the individual firm, a 
large proportion of the customers, 
orders, and commodities are un- 
profitable. 

The widespread existence of large 
segments of sales that are unprofit- 
able is due to a number of factors. 
One of these is undoubtedly the 
common practice of viewing sales 
volume and distribution costs in the 
aggregate instead of analyzing them 
in detail. When sales and expenses 
are matched with the units of vol- 
ume (individual customers, for ex- 





HARLES H. SEVIN was 
born and raised in Chi- 
cago. He graduated from the University 
of Chicago, receiving a Ph.B. with hon- 
ors in 1931; M.B.A. in 1941. Made Phi 
Beta Kappa. After graduation engaged 
in independent market research work for 
several Chicago and New York manage- 
ment engineering firms and advertising 
agencies. Also designed and installed 
perpetual-inventory control systems in 
two large wholesale houses in Chicago. 
With Bureau of Foreign and Domestic 
Commerce since 1938. Specialist in dis- 
tribution cost analysis. 
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ample) with which they are asso- 
ciated, however, the existence and 
identity of the unprofitable business 
become clearly evident. 

In a study made of a wholesale 
druggist, it was found that 64 per- 
cent of the number of his customers 
(those whose annual purchases were 
$100 and less) accounted for less 
than 2 percent of his sales volume. 
There was an allocated expense of 
200 percent of sales in serving those 
customers whose annual purchases 
were under $10, and the cost of 
serving customers whose annual pur- 
chases were between $10 and $100 
amounted to 59 percent. The aver- 
age expense for the business as a 
whole was 16 percent. 

A paint distributor analyzed the 


profitableness of orders by size 


roups, and found that 75 percent 
{ all his orders (those under $3 in 
alue, accounting for 22 percent of 
is total sales) were handled at a 
iss. The remaining 25 percent of 
is orders, responsible for 78 per- 
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cent of his sales volume, earned 
enough profits to offset this loss and 
to show a profit for the business as 
a whole. 

A meat packer, in studying the 
business of his wholesale branches, 
found that 24 percent of his sales- 
men’s personal calls, 26 percent of 
his salesmen’s telephone calls, and 
16 percent of the total number of 
his deliveries were devoted toward 
obtaining only 2 percent of the total 
sales volume. 


Selective Selling Increases Profits 

In the first distribution-cost study 
made by the Bureau in 1927, a hard- 
ware wholesaler, as the result of an 
analysis indicating conditions simi- 
lar to those mentioned above, elim- 
inated about 50 percent of the num- 
ber of his customers and dropped 
about 30 percent of the number of 
items carried in stock. 

An appreciable decline in dollar 
sales volume occurred; but in the 
first year after this selective selling 
policy was put into effect, dollar 
operating expenses were reduced 
significantly and dollar net profits 
were three times as great as annual 
earnings had been previously. 

In a recent case study of whole- 
sale grocery operations, the Bureau 
analyzed the business of a_ small 
wholesaler who put into effect a 
policy of selective selling. But let 
him describe his experience in his 
own words: 

“Although we didn’t undertake 
any detailed cost analysis, a simple 
calculation of average expense per 
sales call, per order assembled, and 
per delivery, and the average gross 
margin ratio seemed to demonstrate 
that a customer purchasing less than 
$10 worth per week was unprofit- 
able in our business. Even assum- 
ing an average of but two sales calls 
and deliveries a week to such cus- 
tomers, the direct expense of serving 
them exceeded our gross margin. 

“The next step was to study the 
business of each small-volume cus- 
tomer separately. The possibility of 
turning each into a source of profit 
was discussed with the salesmen. 
Our salesmen were unduly optimis- 
tic, so we decided to retain these 
customers only if there was clear 
evidence that they would be a source 
of profit in the future. Finally, we 
had to conclude that practically all of 





these small-order customers would 
continue to be unprofitable. 

“We considered the probable ef- 
fects of eliminating this group of 
accounts which we felt would con- 
tinue to be a source of loss. Drop- 
ping customers was opposed to trade 
practice, but we came to the conclu- 
sion that we were in business to 
make profits—not just to make sales. 
Our conclusion was that direct sav- 
ings in out-of-pocket expense would 
greatly exceed the gross margin that 
would be lost.” 


Effects Quickly Evident 
The effects of this selective selling 
policy were quickly evident. Sales 
volume during the first year was re- 
duced by 17 percent; and expenses 
and margins were also affected: 


1938 as 
Compared with 1937 


Operating expenses were re- 


CN OP in viens pease $13,000 
Gross profits were reduced 
| rR ey ert me 7,000 


Net profits were increased by *6,000 

In the following years this whole- 
saler rapidly changed his business 
from an unprofitable one, as the fol- 
lowing figures show : 


Net profil or loss 
(percent of sales) 


Se een eens (Loss) —1.70 
eee oer (Loss) am, 49 
NE gg in ale dae ee ee (Profit) 14 
oaks. recA cede ker es ( Profit) 1.47 


Method Easily Applied 


Any manufacturer or distributor 
can undertake a relatively simple 
analysis, such as that made by the 
wholesaler mentioned above, in order 
to identify the unprofitable portion 
of his sales volume. Or he can use 
more accurate and more comprehen- 
sive methods of distribution cost 
analysis, such as those developed by 
this Bureau. 

By the use of such methods, dol- 
lar distribution costs can be allocated 
or imputed to various small seg- 
ments of total sales (such as cus- 
tomer-size or order-size groups, or 
commodity departments) and com- 
pared with dollar gross margins in 
order to identify the profitable and 
the unprofitable portions of the 
sales. 


Policy Determined by Management 


What should be done about the 
unprofitable business? This 1s a mat- 


* That is, the net loss was reduced by 
$6,000. 











SELECTIVE SELLING 


(Continued from the previous page) 


ter of policy to be determined by 
management. Several things can be 
done in an attempt to turn unprofit- 
able business into profitable business 
(such as a decrease in services, an 
increase in volume, price differen- 
tials). If the business remains un- 
profitable, however, the policy can 
be determined in large part (al- 
though other factors need to be con- 
sidered) by the answer to the ques- 
tion: What would be the effect on 
the expenses and profits of the en- 
tire business if the unprofitable sales 
volume were eliminated ? 


Factors Important in Elimination 

In considering the elimination of 
a block of unprofitable 
(after having identified it), an esti- 
mate of the effects on dollar expenses 
and net profits can be based on the 


business 


following factors: 

1. The amount of dollar gross 
margin that would be given up. 

2. An accurate estimate (based on 
distribution cost analysis methods) 
of the dollar amount of expense that 
can be saved as a result of eliminat- 
ing the unprofitable block of busi- 
“marginal” or “differ- 
ential” expenses ). 


ness (1.e., the 


If a comparison of these two fac- 
tors reveals an excess of dollar gross 
differential 
which helps to cover the fixed ex- 


margin over expense, 
penses of the firm, then the firm is 
better off with this business. How- 
ever, if the gross margin fails even 
to cover the differential expense, 
then the firm can increase its dollar 
net profits by eliminating the un- 
profitable block of sales. 
Results of Selective Selling 

What would be the results 1f many 
firms engaged in a policy of selective 
selling and concentrated their mar 
keting efforts on their profitable 
sales ? 

If past experience furnishes any 
guide, a policy of selective selling 
offers to many businesses an impor- 
tant opportunity for reducing dis- 
tribution costs and increasing net 
profits. For the economy as a whole, 
as widespread adoption of selective 
selling policies may lead to a reduc- 
tion in distribution costs, thus per- 
mitting maximum prices to be set 
at a lower level. 
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Your New ()pportunities— 


Sales running into several thousand dollars look 


good in your order book and are good for your cus- 


tomer—they pay for themselves in short order. 





S American industry - settles 
into the long pull of produc- 
ing more of everything than it 

has ever produced before, the whole- 
saler’s salesman can do his share 
of the job by seeing that the best 
equipment and supplies get into his 
customers’ hands with the least pos- 
sible delay. 

Whether that means getting main- 
tenance supplies to one of the many 
small-town shops that are taking 
on sub-contracts, or important ma- 
terials and equipment to one of 
his large industrial customers, the 
wholesaler’s advice and 
will play an important part in the 
production job ahead. 


services 


Not so obvious, but equally essen- 
tial, is the part he can play in help 
ing to improve the efficiency of 
equipment on hand in the plant and 
already installed. When that in 
crease in efficiency, in effect, means 
pushing up the actual output with- 
out building new additions, with- 
out adding or moving a machine, it 
is certainly of the utmost importance 
that every plant manager should be 
told about it in the face of our pres- 
ent urgent need, for more and faster 
production. 

The total of installed horsepower 
accepted 
measure of plant size. Today in- 
creasing demands tend to overload 
existing circuits. There is a con- 
stant threat of a power shortage. 
Hence it is not merely good busi- 
ness, but a patriotic service, to urge 
the use of any device that helps 
make more effective use of already 
installed facilities. 

That achieved 
through power-factor correction, and 


constitutes a generally 


purpose can be 


that calls for capacitors. 
Power factor in any alternating 
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current system is the ratio of the 
useful power to the apparent power. 
In a direct current system, the 
power available for use is simply 
the product of the current and the 
voltage. In an alternating current 
system, it is the product of the cur- 
rent and the voltage and the power 
factor. Since power factor is usually 
less than one hundred percent in 
circuits containing magnetic equip 
ment such as _ induction 
transformers, electro-magnets, etc. 
(see page 52 in Jan. W.S.), it means 
that only a part of available circuit 
capacity is actually used. 

It may seem like a contradiction 
to say that not all the facilities are 
used to best advantage, and that 
heavier circuits are necessary to 
accommodate current which never is 
put to work. However, the follow- 
ing parallel between this matter of 
power factor and the operation ol 
a dumb-waiter will make the matte! 
clear. 

Suppose a dumb-waiter weighs 
40 Ibs. To move it up and down 
easily, it should be counterweighted 
with a 40 lb. weight. Now put a 
load weighing 60 Ibs. on the dumb 
waiter. It will take a 60 Ib. pull 
to move the load up and down- 
but the ropes which hold up the 
dumb-waiter must carry a load of 
100 Ibs. instead of 60 Ibs. There is 
40 Ib. pull which is not used ex- 
cept to balance the weight of the 
dumb-waiter. 

Now let us suppose that it were 


motors, 


possible to use lighter material and 
dumb-waiter so 
that it weighed 20 lbs. instead of 
40 Ibs. Then only a 20 lb. counter- 


weight would be needed, and the 


to construct the 


useful load or carrying capacity ol 
the dumb waiter would be consid- 
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1 Sell Capacitors Now 


By J. H. Aveling 








erably greater without any need 
for increasing the size of the ropes. 

Capacitors, in an electrical sense, 
reduce the weight of lagging and 
wasteful currents in much the same 
way that a lighter construction of 
the dumb-waiter improves _ the 
“power factor” of the rope. 

The way that correction of the 
power factor through use of capaci- 
tors actually works out in practice 
is demonstrated by the following 
case studies. 


Paid for Itself in 18 Months 


Capacitors for power correction 
were installed in the plant of a 
southern wood-products company. 

Power for the plant was being 
supplied by a combination of local 
generation and purchased current. 
Total connected plant load was 1412 
hp., made up of various 220 volt 
motors driving wood-working ma- 
chinery. By locating over the system 


a total of twenty-six 3-phase 74 
kva. dust-tight capacitors at indi- 
vidual motors, power factor was bet- 
tered from an original 66 to 88 per- 
ent. This improvement in system 
power factor resulted in a yearly 





















































saving of approximately $2,000, 
while the initial cost of the installa- 
tion was around $3,000. This meant 
that the units paid for themselves in 
about eighteen months. Through re- 
duction of reactive power, feeder 
current in the plant was reduced, 
and voltage regulation improved. 


Raised Power Factor 
From 75 to 96.5 Percent 


Agricultural tools, steel golf 
shafts and steel fishing rods made 
up the output of this plant several 
years ago, when a capacitor instal- 
lation boosted the plant power fac- 
tor from 75 to 96.5 percent. 

In this plant a synchronous con- 
denser was being operated for nine 
hours a day, improving power factor 
while it was operated, but not help- 
ing out where departments were 
run on a 24 hour basis. 

The average monthly power fac- 
tor reading was about 75 percent, 
largely due to the operation of in- 
duction motors which drove saws, 
grinders, shears, presses, etc. 

Due to the heavy low power fac- 
tor currents the main plant distri- 
bution circuits were approaching the 











Part of the capacitor 
equipment installed 
in the wood products 
plant (described 
above) where an in- 
vestment of $3,000 
resulted in a yearly 
saving of $2,000. 
(Westinghouse photo) 
































limit of their capacity and voltage 
at motor terminals was too low for 
efficient operation. It was felt that 
motors would not be able to carry 
their rated load without over-heat 
ing, and the energy loss in the wir 
ing was excessive. 

When three 60 kva. racks of 
capacitors were installed—two in the 
forge room and one in the saw mill, 
the plant power factor rose from 
75 to about 95 percent. Later, in 
place of the synchronous condenser, 
an additional 60 kva. capacitor unit 
was installed and plant power factor 
rose to 96.5 percent. Subsequent 
purchase of equipment driven by in- 
duction motors called for installa- 
tion of a fifth 60 kva. capacitor rack. 

Feeders now have _ sufficient 
capacity for full plant load under 
normal conditions, and, with better 
operation of motors, more efficient 
use of production machinery is pos- 
sible. 

While better all-around perform- 
ance of plant machinery had been 
the principal objective of the in- 
stallation—savings that resulted 
were in a measure a plus value. 

The savings themselves, however, 
were not inconsiderable. On an 
initial investment of $2,700, the 
reduction in the monthly power bill 
was $120, which meant the original 
investment was repaid in about two 
years. 





The experiences of these two 
plants tell a story that could be 
paralleled in many shops that have 
not yet realized the significance of 
improving their power factor. 

It is an important story for the 
wholesaler’s salesman to be able to 
tell now, when every fraction of 
plant capacity and all available 
power should be turned to produc- 
tion of war materials and when 
waste should be eliminated. 

It is a story that means profits 
to the wholesaler. An initial instal- 
lation which often runs into the sev- 
eral thousands is usually fe lowed by 
additional sales when new equip- 
ment is added. 

It is a story that can be told in 
any plant where (1) lagging power 
factor (due to motors, furnaces, 
welding, etc.), (2) line and trans- 
former losses, (3) the defects of 
the distribution system are large 
enough to justify correction. 





Defense Housing (portunities 





By Howard J. Emerson 


or Lhe Electrical Wholesaler 


Government financed housing for war workers presents a huge wiring job 


that needs the experience and facilities of electrical wholesalers. Here is 


the background on this priority-favored war construction project 





HE current 
gram which at this writing pro- 
250,000 


workers, 


government pro- 
vides for more than 
new homes for war 
enlisted personnel, and their fami- 
lies, presents a challenge to Ameri- 
can construction genius and an 
unparalleled opportunity for the 
electrical wholesaler to take part in 
a vital war construction project. 

The wholesaler who obtains con- 
tracts to supply electrical equipment 
for any of the housing projects is 
putting his experience and his dis- 
tribution facilities into a war effort 
that is essential to the morale and 
efficiency of our factory workers and 
our fighting men. At the same time 
the electrical wholesaler is benefited 
by engaging in a_priority-favored 
project that will help to keep his 
business going actively and com- 
pensate to an extent for the falling 
off of private home construction, 
particularly that in the higher price 
brackets. 

The business building potential of 
this defense housing program should 
not be underestimated. 





Already Congress has  appro- 
priated $600,000,000 to create either 
permanent or temporary shelters for 
the 1,500,000 men and their families 
who have moved to new jobs in the 
war industry. Under the supervision 
of the Office of Defense Housing Co- 
ordination of the OEM, and through 
various agencies—the U.S. Hous- 
ing Authority, the Public Buildings 
Administration, Homes 
Corporation, Federal Works Agency 
and the Farm Security Administra- 
tion—75,893 homes have been com- 
pleted. The last appropriation, 
made by the Lanham Bill, an 
amendment to Public Law 9, did 
not provide as much money as Presi- 
dent Roosevelt had requested six 
months before, so it is quite likely 
that another allotment will be forth- 


Defense 


coming. 

Jehind the need for this great 
public housing program is the big- 
gest migration of workers the coun- 
try has ever known. Homes spring 
into being within a few hours of one 
day, hundreds of new homes create 
a planned community in what was 





various federal government agencies. 





S this issue goes to press, we are informed that 
Mr. L. Alan Sharp, electrical engineer, U. S. housing 
authority, has been appointed chairman of the committee charged with the duty 
of formulating war emergency policy concerning wiring methods, particularly for 
cantonments and housing projects, to be recommended to or adopted by the 


Factual information, brief or authentic data in condensed form on conservation of 
strategic materials, tools, dies and production facilities, stocks and availability of 
materials, safety to life and property, ultimate effect upon peacetimes standards 
and installation rules for new wiring methods from recognized industry organizations 
or other interested groups, should be made available to this committee and 
addressed to Mr. L. Alan Sharp, Chairman, Working Committee Interior Wiring 
Methods, Room 3316, N. Interior Bldg., Washington, D. C. 

















a wood or deserted field but a few 
weeks before—all caused by the 
rapid concentration of workers in a 
newly created or expanded war 
manufacturing area. 

“As they swarm into industrial 
centers, the supply of decent living 
conditions soon becomes exhausted,” 
reports the Federal Works Agency. 
‘Families are forced to live in ram- 
shackle houses under slum condi- 
Two or more families to a 
house, houses with leaking roofs 
but no running water. Other fami- 
lies forced to live many miles from 
factories and workshops in unsani- 
tary wooden shacks, with only tar 


tions. 


paper on the walls.” 

The wholesaler should want a 
background of information on the 
types of construction being under- 
taken and the emphasis given to 
electrical materials on the projects. 

There are two general classes for 
defense homes—permanent and tem- 
porary—with the permanent group 
made up of homes and dormitories, 
and the temporary group consisting 
of either demountable houses or 
trailer camps. Long range plan- 
ning by the Government decides 
whether a particular war manufac- 
turing area should be active after 
the war. If the chances are that it 
will be, then permanent homes are 
ordered and possibly a fleet of trail- 
ers sent in to provide facilities until 
the new homes are built. 

In locations which are obviously 
active only because of the war activ- 
ity, demountable homes will be or- 
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These scenes are typical of the wiring activity at defense housing projects 


throughout the country. Adequate wiring is encouraged by the agencies handling 
the rapid construction of more than 250,000 units. OEM photos by Palmer. 


dered. The latter provide shelter 
and facilities equal in most cases 
to that of permanent dwellings, and 
when the war is over they can be 
taken apart and reassembled, possi- 
bly as part of the peacetime slum 
clearance program. The dormitories 
being built as part of the defense 
housing plan are the best means of 
providing up-to-date living facilities 
for unmarried men, either defense 
workers or enlisted personnel, at a 
reasonable cost. 

The influence of government agen- 
cies that have had much experience 
in low-cost housing (FHA, USHA, 
etc.) has helped to make most of 
these homes a model for future home 
construction. To keep down the cost, 
speed construction, and ease the 
local labor shortages, full advantage 

being taken of pre-fabrication. 
\nd in most of them, the electrical 
holesaler will be surprised at the 
tention paid to adequate wiring. 

Take, for example, the group of 

mes—1500 so far—constructed 

ar Baltimore to house workers 
ma nearby aircraft plant. The 
iring layout for one of these new 
mes is no hit or miss plan. It is 
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the result of experiments in low-cost 
housing conducted over a number of 
years by the John B. Pierce Founda- 
tion. The construction features were 
developed before the housing pro- 
gram started and were adopted by 
the Celotex Corporation for the Bal- 
timore project. These homes, being 
constructed by the thousands in this 
Government-financed housing pro- 
gram, are of the same design, elec- 
trically, as those described as “low- 
cost electrified homes” in an address 
before the Ninth Annual Convention 
of the Edison Electric Institute. 

So there is little doubt for the 
electrical wholesaler but that the 
modern electrical wiring is empha- 
sized in this housing program. A\l- 
though some of the housing projects 
may not reach the electrical perfec- 
tion of the Baltimore homes, con- 
formance to FHA standards in all 
projects assures wiring as adequate 
as that required in low-cost private 
construction. 

Because of the essential nature of 
these projects, the Government has 
issued priority assistance to the sup- 
pliers of materials. Unless the War 
Production Board changes the OPM 


procedure, materials for housing 
projects are obtained as follows: 
“When a rating has been applied to 
a housing project, that rating may be 
extended by a builder to a supplier 
if the supplier ‘has not in whole or 
in part manufactured, produced or 
assembled or otherwise physically 
changed’ the materials to fill a rated 
order. The rating carried by the 
project may then be applied by the 
supplier to his own purchase orders 
for finished items. * Other re- 
quirements are that suppliers sign 
an acceptance of Preference Rating 
Order P-55 amended, before apply- 
ing its rating to their orders and 
that each extension of the order is 
authenticated by an authorized agent 
of the Federal Housing Adminis- 
trator. 

Construction is already going on 
in numerous locales across the coun- 
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Designed by 
UTILITIES RESEARCH COMMISSION 


Now Built by Z ) | 





The Utilities Research Commission 
has revolutionized fluorescent 
lighting with the development of 


LIGHTING J vo J the new U.R.C. Research Lum. 


TED inaire. And now ECA brings you 
NPRECEDEN, this improved and vastly superior lighting unit at a - ae 

ADVANTAG LITY that sets new standards of value in commercial lighting. 
HE FLEXiBl Never before have wholesalers had an opportunity like 
U maATC this for quick multiple profits. At a cost no greater than 
10 iNSTALL the average 4-light 40 watt exposed fixture, you can now 
EASIER A\N offer your trade lighting comparable in quality to the finest 
1 MAINT illumination obtainable. This U.R.C. unit is standardized for 
EASIER ick 3-in-1 utility. It provides higher light intensities with low 
LAR W PR brightness for maximum efficiency. Mounting and main- 

poru tenance are simplified as never before. 

\V ERY These and many other advancements are brought to you 
LATE pet by ECA in a brilliantly styled fixture packed with sales 
;MMED appeal. And ECA gives you IMMEDIATE DELIVERY. 


To Insure Quality — Specify ECA 


WRITE OR WIRE FOR 
PRICES, DISCOUNTS AND 
FULL DETAILS ON OUR 


PROTECTED JOBBERS 
POLICY. FLUSH MOUNTING PENDANT MOUNT CONTINUOUS ROW 


ALL IN ONE AMAZINGLY LOW-PRICED UNIT 









ELECTRIC CORPORATION of AMERICA 


222 WEST MONROE STREET * CHICAGO, ILLINOIS 
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Above is the wiring diagram for the de- 
fense homes built at Baltimore, Md. As 
these were based on the Pierce Founda- 
tion design they feature the use of plastic 
surface wiring. 

try. Some projects have been com- 
pleted, but every week bring the 
report of new housing projects 
planned. Every such announcement 
is another opportunity for the elec- 
trical wholesaler to join his facilities 
and his experience in a war effort 
that means so much to his country 
and himself. 


LATEST ALLOCATION OF 
DEFENSE HOUSING CONSTRUCTION 


(announced between January 7th and 


February 11th, 1942) 
Number of Units 


Dormi- 


Homes tories Trailers 
ALABAMA 
Huntsville 200 
Mobile 1060 
Muscle Shoals 100 
ARIZONA 
Fort Huachuca 100 
Higley 110 
ARKANSAS 
Little Rock 900 200 
Pine Bluff 300 
Texarkana 
(Texas) 764 400 
CALIFORNIA 
Benicia 80 50 
Camp Cooke 
(vicinity) 200 
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Homes 
Campo 30 
Camp Roberts 
(vicinity) 150 
Fort Ord (vicinity) 90 
Sacramento 125 
Tiburon 16 
Vallejo 3200 
CONNECTICUT 
Hartford 575 
New London 100 


FLORIDA 
Sebring 193 
GEORGIA 
Moultrie 135 
Valdosta 190 
ILLINOIS 
Alton—E. Alton 200 
Belleville 75 


Crab Orchard 400 
Granite City— 
E. St. Louis 707 


Joliet 500 
Quad Cities 210 
Rockford 400 


INDIANA 
Burns City 250 
Charlestown (Louis- 
ville, Ky.) 1949 
Kingsbury— 
La Porte 3150 
IOWA 
Burlington 400 
KANSAS 
Fort Riley 85 
Parsons 400 
Wichita 2300 
KENTUCKY 
Fort Knox 150 


Louisville (Charles- 
town, Ind.) 1949 


LOUISIANA 

Lake Charles 150 

Shreveport- 

Minden 592 

MAINE 

Portland 
MARYLAND 

Elkton 350 
MASSACHUSETTS 

Ayer 100 

Springfield 570 
MICHIGAN 

Detroit 300 
MISSISSIPPI! 

Columbus 105 

Greenville 95 

Jackson—Flora 350 
MISSOURI 

Rolla— 


Waynesville 100 
Weldon Springs 





Number of Units 


Dormi- 


tories Trailers 


200 


1500 


500 200 


200 


1000 500 


300 


300 


100 





Number of Units 
Dormi- 
tories 


Homes 
NEW MEXICO 
Roswell 130 
NEW YORK 
Buffalo 1050 
Great Bend 100 
Greenport 50 
Lackawanna 400 
Massena 500 


NORTH CAROLINA 


Jacksonville 


OHIO 
Canton 400 
Cleveland 3849 
Dayton 850 
Sandusky 200 
Springfield 250 

OKLAHOMA 
Choteau—Prior 500 
Enid 65 

PENNSYLVANIA 
Harrisburg— 

Middletown 

Philadelphia 450 


SOUTH CAROLINA 


Charleston 2570 
Sumter 165 
TENNESSEE 


Jackson—Milan— 
Humboldt 200 


TEXAS 
Harlingen 95 
Midland— 
Odessa 125 


Mineral Wells 100 
Mission—McAllen 
—Edinburg 95 
Orange—Beaumont 
—Port Arthur 300 
Sherman— 
Denisen 150 
Texarkana 
(Arkansas) 764 


UTAH 
Ogden 2000 
Salt Lake City 
VIRGINIA 
Newport News— 
Yorktown 5330 
Norfolk 12484 
Quantico 250 
Radford— 
Pulaski 500 
WASHINGTON 
Bremerton 1150 
Keyport 125 
Seattle 100 
Tacoma 200 


Whidbey Island 100 


WEST VIRGINIA 
Morgantown 150 


WISCONSIN 
Sturgeon Bay 


300 


2000 
1500 


500 


Trailers 


175 






100 





































300 


400 


300 


60 


250 
500 


300 


50 










































A WAR MESSAGE 


to 


ALL EMPLOYERS 


* From the United States Treasury Department * 


Winninc THis War is going to take the mightiest effort consideration. You will receive—1, a booklet describing 
America has ever made—in men, in materials, and in how the Plan works; 2, samples of free literature fur- 
money! Every dollar, every dime that is not urgently nished to companies installing the Plan; 3, a sample 
needed for the civilian necessities of food, clothing, and employee Pay-Roll Savings authorization card; and 4, 
shelter, must, if we are to secure final Victory, be put into the name of your State Defense Bond administrator who 
the war effort. can supply experienced aid in setting up the Plan. 

An important part of the billions required to produce To get full facts, send the coupon below 
the planes, tanks, ships, and guns our Army and Navy —today! Or write, Treasury Department, Sec- 


need must come from the sale of Defense Bonds. Only tion B, 709 Twelfth St., NW., Washington, D. C. 
by regular, week by week, pay-day by pay-day invest- 


ment of the American people can this be done. HOW THE PAY-ROLL SAVINGS 
This is the American way to win. This is the way to PLAN HELPS YOUR COUNTRY 


preserve our democratic way of life. 

It provides immediate cash now to produce the finest, 
deadliest fighting equipment an Army and Navy ever 
needed to win. 


Facing these facts, your Government needs, urgently, 
your cooperation with your employees in immediately 


It gives every American wage earner the opportunity for 


enrolling them in a ; , America! 4 
6 financial participation in National Defense. 


PAY-ROLL SAVINGS PLAN 


The Pay-Roll Savings Plan is simple and efficient. 





By storing up wages, it will reduce the current demand 
for consumer goods while they are scarce, thus retarding 
inflation. 


7 = : - . oe — It reduces the percentage of Defense financing that must 
It provides, simply, for regular purchases by your em- be placed with banks, thus putting our emergency financ- 


ployees of United States Defense Bonds through system- ing on a sounder basis. 


-m & Ww = 


atic—yet voluntary—pay-roll allotments. All you do is mw _ It buildsa reserve buying power for the post-war purchase 

hold the total funds collected from these pay-roll allot- ™ aaa ee 

ments in a separate account and deliver a Defense Bond It helps your employees provide for their future. 

to the employee each time his allotments accumulate to 

an amount sufficient to purchase a Bond. W 
The Pay-Roll Savings Plan has the approval of the N NO 

American Federation of Labor, the Congress for Indus- 1S co UPO 

trial Organization, and the Railroad Brotherhoods. It is MAIL TH 


now in effect in several thousand companies varying in 
number of employees from 3 to over 10,000. 


In sending the coupon below, you are under no obliga- 
tion, other than your own interest in the future of your 
country, to install the Plan after you have given it your — ees , 


MAKE EVERY PAY-DAY...BOND DAY! 


U.S. Defense BONDS * STAMPS 


This space is 2 contribution to NATIONAL DEFENSE by WHOLESALER'S SALESMAN 


60 WHOLESALER’S SALESMAN — March 1942 


















DEFENSE 
needs RUBBER 














































































OEM Defense Poster 


O the wholesaler’s salesman who 

must make his living by covering 

a large territory calling on many 
scattered accounts, any prolonged 
restriction on tires presents a serious 
problem. 

His is not the wail of the corpulent 
capitalist who foresees having to 
iorego his customary rides “to the 
‘ountry,”’ or the plaint of the house- 
wife who can see herself having to 
lo the mileage to the town’s shop- 
ping center on foot in order to take 
‘are of the family marketing. 

The OEM poster, which we re- 
roduce, dramatically drives home 
the truth that rubber is a war-time 
essential which must be conserved 
New tires will not be available for 
Therefore, when a 
alesman’s livelihood virtually de- 
nands the use of a car, it seems to 


t long time. 


not merely wise, but imperative, 
0 take action now to do all that can 


be done to assure the longest pos- 
sible service for the tires he has now, 
and thereby delay the day when re- 
placement tires must be bought. 
Expert tests have shown that the 
wear and tear on tires depends on 





THIS SHOWS WHICH OF YOUR 
TIRES TAKES THE WORST BEATING 





38% 
29% 
19% 


Right rear 





Left rear 
Right front 
Left front 








14% 











their location and function in the 
operation of the car (whether right 
or left, front or rear). 


affected by varying degrees of fric- 


They are 


tion created by highway surfaces 
and contours or by unevenness in 
the adjustment of brakes or in the 
wheels or chassis. Only through 
systematic rotation can those in- 
equalities be offset, and the highest 


I lse- 


where in this article, we list the vari- 


possible mileage be obtained. 


ous percentages of the load carried 
by tires when mounted in the dif- 
ferent positions. 

The diagram below shows how 
tires may properly be rotated every 
5,000 miles to balance wear, avoid 
depreciation in the spare because of 
disuse, and provide the best change 
of position to get out of each tire the 
longest possible term of service. 

3y making it a point always to 
move the spare to the left front 
wheel when starting the shift, that, 
the most critical position of all from 
the standpoint of safety, will always 
be serviced by the tire which has 
had minimum wear, because it is the 
one which was idle while the other 
four were in use. 





March 1942 -— WHOLESALER’S SALESMAN 


ay 
~., 







owen Fees 
mn 





re 


ee 


ae 





me 
~ 
a 
~ 


~ 














Picture of a Salesman 
BUILDING FUTURE BUSINESS 






























YOTHING unusual,” you Corning Glass Works makes 
| might say, “about a salesman lighting glassware of unques- 
who has just taken an order. It’s tioned quality. It is vigilant in 
easier to get business today than ever the production and selection 
before!” of ware that goes to market. 
gut wait a minute. This fellow has Ihis policy has been adhered 
done something more. He has built to for seventy-four vears. 
future business — by selling his cus Phat’s why Corning’s light- 
tomer a quality line of merchandise! ing glassware has won high 
Emergency or not, the customet favor for use in ofhces, bar- 
wants quality. In years to come, he racks, cantonments, and defense popular, utilitarian enclosing globes 
will remember that he got it, despite projects. For these well-made units that meet today’s big demand for 
pressure of the times. That inspires not only meet, but exceed, govern- quality lighting glassware. Macbeth- 
confidence. And confidence means ment specifications. Evans Division, Corning Glass 
more business—future business, Illustrated above are a few of the Works, Charleroi, Pennsylvania. 


WNC ANS Rh: 


MINN Ge rning Lighting Glassware 


i Hesearch in Glass 








WHOLESALER’S SALESMAN — March 1942 


























New Construction Ahead’ 


No longer a measure of the rising level of our standard of living, 


but for the duration of the war a measure of our rise as a 


military power, construction is our largest single war industry 





ONSTRUCTION is our largest 
single war industry. Sharply 
divergent trends are developing 

in the major types of new building 
that will affect building labor, con- 
tractors, financing institutions, and 
all others associated with the indus- 
try. In the past the volume of new 
construction reflected the rising level 
of our standard of living, but for 
the duration of the 
struction will be a measure of the 
rise of this nation as a great military 
power. At present we have made 
only a good start in completing facili- 
ties for turning out huge amounts of 
armaments. 

A new high in construction ac- 
tivity may be recorded this year, 
despite the virtual elimination of all 
building except that 
the war effort or to public health. 
The diagram shows the value of new 
construction in each year since 1924. 
The diagram is not based on exact 
data, for unfortunately we do not 
have in this country 


War new con- 


necessary to 


inclusive offi- 
cial figures showing total expendi- 
tures for construction. The data 
used are based on the reports of the 


Fk. W. Dodge Corporation, and, 
while that series includes a fairly 


constant percentage of all new con- 
struction, its coverage is estimated 
to be only a little more than half of 
the actual total. 
A forecast of this total, 
ased on published estimates of the 
fice of Production Management 


year’s 





*Reprinted from 
The Cleveland Trust Company 
Business 


Bulletin 


and the Department of Commerce, is 


included in the diagram. 
cross-hatched area at the 


The heavy 
bottom 


shows the value of residential build- 
ing. The lighter cross-hatching rep- 
resents industrial, utility, and pub- 
lic works construction, and the top 


area 


shows the value of all other 


building. One noteworthy feature of 
the diagram is that it indicates that 
residential building is the backbone 
of the construction industry in peace- 
but that industrial plant ex- 
pansion and military public works 
become the dominant types in war- 


time, 


time. 
Residential 


building in normal 


times always required a large vol- 
ume of supplementary building such 
as schools, stores and public utility 
services. 


War construction of fac- 


and utility services of all kinds must 
be supplied, but during the war there 
is likely to be less and less building 
of the type that is not absolutely 
essential to the war effort. 

300m and depression will prevail 
in the building industry at the same 
time. In areas that have no war con- 
struction, much home building ca- 
pacity will be idle. A large part of 
that capacity cannot be shifted to 
other forms of construction in the 
active localities 
that have war construction, all avail- 


areas. However, 


able building facilities will be used 
more actively than ever before. War 


demands the maximum conversion 
of factories producing civilian goods 
as well as a large number of new 
armament plants. The pent-up de- 
mand for new homes at the end of 

















tories and military structures will the war may prove to be the strong- 
likewise require supplementary est recovery stimulant in the post- 
building. Homes for workers, roads, war period, 
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TIGHT SQUEEZE for the camera at Efengee Electrical Supply 
Co., but it caught the whole group: Sidney Altschul, C. Tierney, 
E. C. Lueman, D. A. Gentile, Bill Renk, Mike Loehr, Frank 
Braun, Harold Bennett, Bud Mathiew, Tom McCarville, Jay 


Mellow, John Sackover, Mike Mulroy, and Jack Fink. Mulroy is 
with G.E., 





others are in sales for Efengee. 
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STREAMLINED SALESROOM of Revere Electric Supply 
Company, just as the gang leaves on Saturday afternoon. Left 
to right are: F. Sauerland, H. Carlson, E. Schaefer, Joe Lapi 
tino, M. Walker, E. Muderlak, C. Schreck, M. O’Gara, Gene 
Hagen, Tom Casey. Hagen and Casey are with Chase Shawmut 
Company the rest are salesmen for Revere. 


CAMERA CLICKS Among Chicago Wholesalers 


20 YEARS in the same location was the reason for the celebra- 
tion at Dobkin Electrical Supply Co., when the WS photographer 
dropped by. Left to right are: Joe Zimmerman, sales; Joe Van, 
purchasing; Mrs. David Dobkin; M. Zutz, sales; Don Mullen, 
traffic; Harry Horvick, sales; Tony Pinnelle, sales; David Dob- 
kin, president; and George Dobkin, sales. 


GOOD BUSINESS seems to be indicated on the 
of these at the Kubec Electric Co. 
Beaming at us are: left to right, August Kubec, 
president; Joe Sprav, sales; John Hubicek, quota- 


tions; Emil Jansa, counter. 


faces men 


are Mr. and 
Dobkin 


ply 


GOING OUT to celebrate 
20th Wedding Anniversary 


(Dobkin 


when WS arrived. 


PROSPEROUS LOOKING members of the wholesaling fratern- 
ity re these outside salesmen for Revere Electric Supply Co. 
Seen here in company’s remodeled office are: front row, Jack 
Barrowman, Bob Kaen, Charlie Schueke, James Lowe, Ed Tha- 
raldsen; back row, R. J. Abbott, Sam Miller, Tom Radcliffe 


(hidden) and Gordon Nowson. 


UNDER THE LIGHTS in their salesroom, the 


WS photographer catches Metropolitan Electric 
Supply Co.s men, left to right, J. D. Mack, inside 
sales; H. J. Privat, sales manager; E. W. Getke, 
president; and L. F. Giblin of G.E. 


Mrs. David 
El. Sup- 


WHOLESALER’S SALESMAN — March 1942 









t 


n- 
20. 
ick 
ha- 
iffe 


the 
tric 
ide 
‘ke, 











Wholesalers § 


NEMA in First War-time Meeting 
Plans For All-Out Effort 


President Thomas says industry ready for wartime respon- 


sibilities. WPB_ official 





sketches current rulings, coming 


changes. Product committees struggle with priorities problems 


UTSTANDING feature of the re- 

cent Annual Mid-Winter Conven- 
tion of the National Association of 
Manufacturers at Chicago was an ad- 
dress by A. L. Williams, chief of the 
Production Requirements Branch, Di- 
vision Industry Operations, W.P.B. 
and the PRP clinic which followed. 

Mr. Williams’ scheduled speech at 
the Wednesday luncheon drew more 
than 700 executives from the electrical 
industry—manufacturers, wholesalers, 
utility men, contractors—one of the 
largest groups that has gathered at 
these conventions in years. With his 
talk shortened purposely to allow time 
for questioning, he was on his feet 
from 2 o’clock until 4:30 replying to 
the questions fired at him with ma- 
chine-gun speed by the manufacturers 
and wholesalers who took full ad- 
vantage of his cordial invitation to 
fire away. 

In describing the transition from 
OPM to WPB, Mr. Williams said that 
all existing agencies would undergo 
revision, which means that the Defense 
Supplies Rating Plan, Production Re- 
quirement Plan, the M-67 order and 
PD-25£ forms will probably be in- 
cluded. As this issue went to press, 
W HOLESALER’S SALESMAN had not yet 
discovered just what these revisions 
would be. 

Mr. Williams was emphatic in urg- 
ing a policy of “self-policing”. He 
pointed out that items ordinarily 
charged to capital investment were not 
‘overed by the P-100 order. For in- 
stance, a manufacturer would not be 
ermitted to install a whole new light- 
ing system, but under the P-100 order 
ie could obtain replacements for de- 
lective or broken individual fixtures. 

In his opening address George C. 
Thomas, Jr., President of NEMA, and 
iead of Thomas and Betts Co., Eliza- 
beth, N. J., struck the keynote of the 
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electrical industry’s part in the war 
effort with To keep electrical 
energy at top efficiency in all phases of 
the Victory Program is the number 
one job of the industry Electrical 
energy put to use by electrical equip- 
ment is the very life-blood of our war 
effort.” 

5 Electrically operated machines 
are essential to the production of all 
our war materials,” Mr. Thomas said. 


NEWS 





hey are vital parts of ships, planes 
and tanks, for propulsion, control and 


communications.” He pointed to the 
tremendous strides which the electrical 
industry has taken in this country and 
to its outstanding record for rapid ex- 
pansion, introduction of new ideas, and 
continual improvement of products, 
methods and processes. In taking on 
the great responsibilities which this 
war is placing upon it, the electrical 
industry is in an excellent position be- 
cause of the teamwork among the vari- 
ous branches—design, manufacture, 
distribution, installation and operation, 
according to Mr. Thomas. 

At the Wednesday Luncheon, 
Thomas O. Moloney, Chairman of the 
Board, Moloney Electric Company, St. 
Louis, Mo., and Albert Beutler, Secre- 
tary, Belden Manufacturing Co., Chi- 
cago, Ill., were honored with certifi- 
cates of appréciation from NEMA, in 
recognition of fifty years or more of 
continuous service in the electrical 
manufacturing industry. 








“ALL-OUT” PRODUCTION NECESSARY to win the war, Chairman 
Donald Nelson of the War Production Board told a conference of Business 
Paper Editors who met with WPB Officials to study conversion of American 
industry to war production. He is seen above with Paul Wooton (left), 
president of the Association of Business Paper Editors and chief of 


McGraw-Hill’s Washington Bureau. 


Expanded production is needed now, 


Mr. Nelson warned, because the nation is facing the most critical year in 
its whole existence. Sub-contracting and small manufacturer pools were 
cited as ways toward maximum production. 


Each section of Pierceway Sectional Plastic Wiring 
has a male and a female end. Only two basic 
materials are used in this new adequate wiring 
system—copper tubes in 2 or 3 wire circuits to 
conduct the current, and non-conductive plastic 
for the attractive housings. 


SECTIONAL PLASTIC 
SURFACE WIRING SYSTEMS 


INDUSTRIAL COMMERCIAL 


DISTINCTIVE FEATURES 


e AMPLE CAPACITY co MECHANICALLY STRONG 
e PLENTY OF OUTLETS o NON-METALLIC ENCLOSURES 
e EXTRA INSULATION e NO GROUNDING NEEDED 


WRITE FOR THIS With PIERCEWAY, plastics cnter the electrical wiring field and solve some of its 
ILLUSTRATED biggest problems. Here is surface wiring that provides the ample capacity and ade- 
DESCRIPTIVE quate outlets demanded by the increasing use of better light and portable elec- 

CATALOG trical equipment—in a neat, compact system that is adequate, economical, conven- 
icnt and safe. 
Pierceway Sectional Plastic Wiring is made in standard 16-inch sections, with 2 
outlets to each section, providing an outlet for every 8 inches of circuit run. 
Assembly and installation are easy and quick. On existing walls or ceilings, 
Pierceway is mounted on the surface. In new construction, it can be mounted on 
studding or masonry, with plaster finished flush with the face of the plastic Pierce- 
way housing. 
The current-carrying capacities of Pierceway Sectional Plastic Wiring are as high 
as 35 to 45 amperes in continuous operation—and the non-conductive plastic hous- 
ing establishes a new standard of wiring safety. 


PIERCE LABORATORY, INC., SUMMIT, NEW JERSEY 


Eastern Sales Office Western Sales Office 
40 WEST 40TH ST., NEW YORE. N. Y. 444 NEW CENTER BLDG., DETROIT. MICH. 
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Navy “E” Pennant 
Goes to Roeblings 


For its distinguished service in the 
production of aircraft control cords 
ind cable, John A. Roebling’s Sons, 
Inc., Trenton, N. J., was awarded the 
Navy “E” Pennant on January 22nd 
by the Navy Bureau of Ordnance. In 
behalf of the company and its em- 
ployees, President William A. Ander- 
son accepted the award from Lieu- 
tenant-Commander William A. Shaw. 
Navy “E” buttons were presented to 
each employee for his part in produc- 
ing vital ordnance material “above 
and beyond the call of duty.” 

During the ceremonies attendant 
upon the presentation, Lieutenant- 
Commander Shaw tossed a finger ring 
made from a German incendiary bomb 
into one of the open hearth steel 
furnaces . . . to return it to the 
Axis Powers by the fastest means 
of transportation known. A British 
fire warden had fashioned two rings 
from the magnesium case of an unex- 
ploded bomb case. One was pre- 
sénted to President Roosevelt, for 
placement in his Hyde Park Museum. 
The other was given to Commander 
Shaw through the British War Relief 
Society “to be sent back where it came 
from.” It will now eventually visit 
one of the Axis Nations in the con- 
trol cable of a deadly American fighter 
or bomber plane. 


100-Watt Fluorescents 
Now Rated at 3000 Hrs. 


The rated life of 100-watt fluores- 
cent lamps has been increased to 3,000 
ours as Of February 2nd, according to 
announcements made in recent weeks 
by three manufacturers, General Elec- 
ric, Hygrade Sylvania and West- 
nghouse. 

\gain the advantages of engineer- 
ng and manufacturing accomplish- 
ments have been passed on to the 
nsumer, Dr. R. M. Zabel, Manager 

Engineering and Manufacturing 

Hygrade Sylvania, points out in 
noting that this 20 percent increase in 
he life of the 100-watt lamp follows 

reduction of 15 percent in the cost 

the lamp, announced only two 
mths ago. 

In many other sizes, which were 
ught on the market before the 100- 
tt size, Dr. Zabel states that prices 
ve been reduced in a series of re- 
ictions approximately 60 percent 
m the initial list price, while the 
ted life has been increased 66 per- 
it from the original values. At 

same time fluorescent lamps have 

‘n improved constantly in other 
tors of life performance, light out- 

and lumen maintenance. 


; 





TO THE AXIS WITHOUT LOVE goes a finger ring made from an unex- 
ploded German bomb, during ceremonies attending award of “E” Pennant 
to Roebling’s. 
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Defense Lighting Studied 
At Chicago Institute Session 


One day program gathers 235 industry representatives 


To hear experts from manufacturers 


CHICAGO — “Lighting for De 
fense” received the attention of 23: 
representatives of various branches of 
the lighting industry who attended the 
school of the Chicago Lighting Insti- 
tute on February 6th. 

Lectures delivered during the one 
day session included the following : 


LIGHTING FOR PRODUCTION, 
by Ward Harrison, Director, Nela 
Park Engineering Department, 
General Electric Company, Cleve- 
land. 


LIGHT SOURCES FOR DEFENSE 
INDUSTRIES, by L. E. McDon- 
ald, Westinghouse Lamp Division, 
and C. R. Stover, General Electric 
Lamp Department. 


MAINTENANCE OF LIGHTING 
FACILITIES IN WAR TIME, 
by James Gaynor, Commonwealth 
Edison Co., and Glen G. Boyd, 
Public Service Co. of N. Illinois. 


PROTECTIVE FLOOD LIGHT- 
ING, by D. N. Ingwersen and R. 
C. Winterbottom, Chicago Light- 
ing Institute. 


DESIGN PROBLEMS, by Morris 
Ross and John Harrington, Com- 
monwealth Edison Co., and O. W. 
Bard and C. N. Carlson, Public 
Service Company of Northern 
Illinois. 


sti 


and _ utilities 


LUMINAIRE SELECTION IN 
THE PRESENT EMERGENCY, 
by E. D. Tillson and Roy Graves, 
Commonwealth Edison Company. 


EVALUATION OF LIGHTING, 
INCLUDING POWER FAC- 
TOR, by L. V. James, General 
Electric Company, and D. N. 
Ingwersen, Chicago Lighting In- 
stitute. 


BLACK OUT LIGHTING, a discus- 
sion on problems and materials by 
by C, W. Zersen, Chicago Light- 
ing Institute; L. V. James, 
eral Electric Lamp Department; 
L. E. McDonald, Westinghouse 
Lamp Division; and L. A. Linsky, 
Black-Light Consultant. 


Gen- 


Attending the program were: 


Lighting Equipment Manufactur- 


aes hele. wit Sees eR © OR 08 61 
Electrical Jobbers ee 31 
Electrical Contractors............ 13 
Le CONES Ss i soe ntt se ccnes 11 
Industrial Comcerns...... 6006s 11 
Trade Publications.............. 3 
Consulting Engineers, Schools, etc. 8 
Representatives of Utilities....... 97 


The same evening the Institute held 
its monthly meeting with Ward Har- 
rison, Director, Nela Park Engineering 
Department of General Electric, dis- 


cussing 


“Comfortable Lighting.” 















RUBBER COVERED POWER CABLES e BUILDING WIRE 


For Defense 


CRESCENT 
CRESFLEX 


NON-METALLIC SHEATHED CABLE 


BARE WIRE 





is immediately 


SGUOS AIGIXAIA © AIAVS GAUONUV 


available for defense ”° 


use in large quantities 





for wiring cantonments, 
defense housing and 
other places where ease 
and speed of installation 


is important. 
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CRESCENT INSULATED WIRE & CABLE CO. 





CRESCENT 
WIRE and CABLE 


Factory: TRENTON, N. J.—Stocks in Principal Cities 
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CRESCENT ENDURITE SUPER - AGING INSULATION 


68 WHOLESALER’S SALESMAN — March 1942 








Division N Noses Out 
K in Photo Finish 


George Barber, division manager } 
Division, Ray-O-Vac Company, ha 
just been announced as winner of th 
1940-41 Westinghouse Ray-O-Va 
Contest on Westinghouse Mazd 
Lamps. 

During the first 11 months of t 
contest, division K, located in Madi 
son, Wis. and including the Chicag 
territory was out in front, only to hav 
Division N (located in New York 
New York, New Jersey territory) 
pull ahead in the last month. 

At a dinner held recently in th 
Downtown Athletic Club, New York, 
a silver cup was presented to the win- 
ner by B. H. Sullivan, general sales 
manager, Westinghouse Lamp Divi- 
sion, Bloomfield. An additional cash 
award of $100 was divided among six 
salesmen who contributed to the vic 
tory. 


Reg Halladay New 
Roller-Smith President 


Reg Halladay, lifelong friend and 
financial advisor to the late Colonel 
Roller, a member of the New York 
Stock Exchange and Director of the 
Roller-Smith Company since 1939, 
takes over the executive leadership as 
president of Roller-Smith. 

The move will free J. D. Wood, who 
has resigned as president, to devote 
his entire time to his duties as chief en- 
gineer. The growth of the company’s 
business, the need for increasingly 
greater engineering coordination of 
products manufactured and expanded 
testing activities have absorbed more 
and more of Mr. Wood’s time. 












PENINSULAR DISTRICT of Florida 
is the territory for E. C. Toms of 
the Miami Branch of Graybar. He 
sells sound, hearing devices and broad- 
casting equipment. 


nd 
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rk 
the 
39, 
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USING THE BACK DOOR brought 
Ernie Hasselquist, president of Fox 
Electric Co., Elgin, Ill., face to face 
with the WS camera. Flanking him 
in the stock room are Paul Reidy 
and W. Tobin. 





Square D Starts 
N.Y. Research Lab 


DETROIT—Announcement of plans | 


for a research laboratory for the 
Square D Company was made by F. 


W. Magin, president, in his annual | 
report. The laboratory will be located | 


in Elmhurst, N. Y., but will carry on 
a program of extensive research and 
development work encompassing the 
activities of the entire company. 


In reporting the company’s 1941 net | 


earnings of $3,104,342, Mr. Magin 
said: “The company has continued to 
carry on its research and development 


work throughout the year. New prod- | 
ucts have been developed, and are now | 


on the market, which have been very 
favorably received. The cost of the re- 
search and development work, so ab- 
S lutely essential in our field, together 








with the cost of all tools and dies in 


connection therewith, have been 
charged off during the year. 
effort has been made to assist in the 
promotion of the defense program by 
supplying, in the shortest time possible, 
Square D equipment for airplanes, and 

r manufacturing plants and machin- 
ery being installed throughout the 
country.” 


GE's Salt Lake VP 
Heads Red Cross Drive 


Every | 


Officials of Salt Lake City’s Red | 


Cross War Fund who felt that they 
eded the type of experienced sales 
push that Jacob A. Kahn, local Com- 
ercial Vice President of the General 
ectric Supply Corp. could supply, 
ide him chairman of the drive. Kahn 
pired his committee to collect 
15,000 more than the $125,000 goal 
it had been set for them. 
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No. 8313—3” 
No. 8314—4” 










PORCELAIN 


No. 8318 
No. 8318'2—Deep 





To Conserve 
Steel, Zinc, Copper, Rubber 





Porcelain Outlet Boxes involve no critical materials—and the 
Nation needs, for our war effort, all the steel, zinc, copper, and 
rubber you can save with non-metallic wiring systems. 


Porcelain Outlet Boxes installed with Knob & Tube and Non- 
Metallic Sheathed Cable Wiring (as listed by OPM) provide for 
the greatest savings of critical metals. 


At low cost, these boxes give superior safety plus long life. 
Clamps or connectors are out. Porcelain Boxes are corrosion- 
proof, rust-proof, fire-proof, short-proof, and shock-proof. Standard 
sizes, spacing, knockouts, etc., provide for the use of standard 
wiring devices and covers. 


Do your part to conserve critical materials for our war effort— 
STOCK and PROMOTE the use of Porcelain Outlet Boxes (for 
non-metallic systems). Write for literature today. 











PORCELAIN PRODUCTS, Inc. 


FINDLAY, OHIO 




















For The 
“ALL-OUT” 
WAR EFFORT 





No. 1986-W 


v 


Economical Fluorescent Lighting 
for 24-hour top-speed efficiency 
with 


P&S SOCKETS 
The popular Twist-Turn Type— 
Precision-made to the same high 
standards identifying P&S prod- 
ucts for over 50 years. 


STOCKS AVAILABLE NOW 
oe 


Send for your copy 
of the P&S Catalog 


Pass & Seymour, Inc. 
SYRACUSE, N. Y. 

















REA Activity 


Allotments totalling $1,875,500 for 
the completion of certain electrification 
projects and for urgent construction in 
war areas was announced during Feb- 
ruary by REA Administrator Henry 
Slattery. In addition there was an al- 
lotment of $177,000 for 16 systems in 
14 states for re-lending to individual 


farmers to finance wiring, plumbing 
and other installations. 
The War Production Board gave 


orders on February 17th to the Brazos 
River Transmission Electric Coopera- 
tive an REA project to proceed with 
certain key sections of the system it 
had started. The order was based on 
expressed assumption that the Texas 
Light and Power Company will trans- 
mit power over its lines for the account 
of the Brazos Cooperative to its several 
local cooperatives to permit utilization 
of the Morris Shepard power plan for 


war production. (This WPB order 
settled the hot dispute between the 
Brazos Cooperative and the Texas 


Power and Light, a controversy over 
enroachment of REA activities ex- 
panding into the territory of a privately 
owned utility, that was aired even in 
the halls of Congress. Editor). 


To Distribute Jiffy Line 


CHICAGO—National sale and dis- 
tribution of the Jiffy line of tools will 
be handled by the Clyde W. Lint Com- 
pany, 100 S. Jefferson St., Chicago. 
The new setup involves reorganization 
of territories and appointment of some 
new representatives. Several new tools 
are scheduled to be added to the line. 


Elec. Corp. of America 
Adopts New U.R.C. Design 


CHICAGO — Production of a 
U.R.C. Research Luminaire has just 
been announced by the Electric Cor- 
poration of America, recently formed, 
with L. S. Maranz as president. 

Details of the U.R.C. Research 
Luminaire design standards were pre- 
sented in the January, 1942, issue of 
W HOLESALER’S SALESMAN. Specifica- 
tions were produced by a committee of 
engineers appointed to develop and per- 


fect an advanced fluorescent fixture 
design. 
The new Electric Corporation of 


\merica reports three manufacturing 
divisions, for fluorescent lighting 
equipment, ice-cream freezers and elec- 
tric fans, respectively. Chief engineer 
of the fluorescent lighting division, is 
James P. Kennedy, formerly of the 
Mozart Company and the Electro Cor- 
poration. 


x” 
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INSIST ON PRIORITIES! 


cult to obtain adequate supplies without a high 

tage (75% or more) of priorities which we mus: op:,; 

from you, our valued Customer. We have continued 

ply fixtures toCustomers who could secure Priori: 

for some reason do not. Here are lists from whom 

secure priorities and those who generally are 

furnish Priorities. List is our interpretation 

rent rulings and may be subject to exceptions and - anges 

I. Users of lighting equipment- for whom provisi 

been made in order to insure delivery of requ 

for their own use under Governmental regulations 
A. Industrials (manufacturing, processing 

cating). 

. Warehouses (storage of any material). 

. Wholesalers (any material) for own use o 

- Communications (radio, phone, telegraph 

. Hospitals, clinics, sanitariums. 

- Educational Institutions. 

. Charitable Institutions. 

. Printers and publishers, newspapers. 

Carriers (air, land, water) and termina] 

- Political bodies. 

Passenger automobiles, trucks, busses. 

. Research Laboratories. 

. Central Stations. 

. Street and Highway Lighting Maintenance Concerp 

. Mines. 

. Petroleum mining (discovery, 

depletion of pools). 


VOSZ ECR HmDmOoDgwnoow 


under Federal regulations: 

. Churches. 

. Y.M.C.A., Y.W.C.A., Boy and Girl Scouts 
Utilities (gas, water, irrigation) 

. Garages 

E. Filling Stations. 


vow > 


IIT. Users of lighting equipment for whom no provision 


tions: 
studios). 


cerns. (Except incases where industrial concern 
need office space for defense work. Prioritie 
are available then.) 

- Financial Institutions. 

. Residences, Apartments, Hotels. 

. Restaurants and Drinking Places. 

. Non-profit associations (excluding charitable 
Trade and professional, Chamber of Commerce 
fraternal, unions, country clubs. 

G. Personal Service Concerns: 


"moo 


lors, photographic studios. 
A. Business Services: 


tenance, sub metering. 


I. Retail commercial concerns (own use): Retai 


order, company stores, cooperative stores 
INSIST ON PRIORITIES! 
By helping us you will be helping yourself! 
Envwix F. 


Company 











We as manufacturers are finding it increasingly iffi. 


ercen- 








Unable te 


have 
MEDts 


fabri- 


Jevelopment, and 


II. Users of lighting equipment who are questionable ;, 
so far as the delivery of requirements is concernes 


have as yet been made in order to insure delivery of re- 
Quirements for their own use under Governmental regula- 


A. Theatres and other amusements (including movie 


B. Office buildings and building management con- 


Barber and Beauty 
shops, laundry and cleaning shops, funeral par- 


Photo finishing, billboard 


advertising, linen and towel supply, sign main- 


stores, department stores, variety chains, mail 


Louis, te 











q Form 720-12-41 St. 


AN EXAMPLE (above) of how one 
manufacturer, Edwin F. Guth Com- 
pany, keeps its customers posted on 
priorities. 


Spero Expanding 
Distribution 


CLEVELAND — Recently opened 
New York office of Spero Electric 
Corp. is located at 33 West 42nd St. 
This office will be manned by Earl H. 
Spero and Donald W. McIntosh. From 
it they will cover Metropolitan New 
York and surrounding territory. For- 
merly lighting specialist with West- 
inghouse Manufacturing Co., Mr. Mc- 
Intosh is well known through the East 
and Middle-west as a lighting author- 
ity. 

New special factory representative, 
is Neil B. Walsh, who will cover the 
entire country. He has been located 
in the Ohio-Michigan territory. F. 
Vernon Murphy will represent the 
company in Baltimore and Washing- 
ton, D. C., while James T. Heagarty 
will cover Virginia and North Caro- 
lina. 











































































(. E. Employees 
Receive Awards 


bave Recognition for outstanding contri- 

7 butions made during 1941 toward the 

progress of the Company and the elec- 

trical arts came to 37 General Electric 

employees recently. The Charles A. 

Coffin Foundation Awards were made 

for 30 accomplishments, several being 
| joint awards made to groups of two. 

| The awards were given largely in 

| technical fields, seventeen of those who 

received them being engineers, four 

workmen, six tool designers and expert 

| mechanics, two administrative and | 

clerical employees, and two construc- 

tion engineers. 

\ total of 592 employees have re- | 

ceived awards consisting of an en- | 

graved certificate and a cash honorar- 

vision jum since the Foundation was estab- | 

| 








diate lished 19 years ago. 


== 8 Chicago Electrical Men 
Dine, Dance 


os ir). ae 

ae ( HIC AGO—The annual mid-winter 
all ter- meeting of the Electric Golf Club was | 
a held at the Lake Shore Athletic Club | 
n mait- in this city the evening of February 7, | 
Retai 1942. The meeting, a dinner-dance | 
is ma 


with 475 in attendance, was acclaimed 
the best ever. 


— | The Club is composed of the Elec- | SPECIFY FLUORESCENT LAMP BALLASTS 
tric Post of the American Legion, the | BY CHICAGO TRANSFORMER 


| Chicago: Electrical Wholesalers Asso- | Never before has the right light been so important for a 

ciation, the Electrical Contractors | right job. 

—— Association of Chicago, Local 134 of With American industry geared to a staggering production 
the I.B.E.W., the Electric Associa- | pace, there's no time for lighting failures to disrupt sched- 
tion, electrical manufacturers, and ules—for faulty lighting to endanger accuracy and safety. 

public utility men. During the sum- | That's why Ballasts by Chicago Transformer are used in more 

mer of 1942, meetings are again to industrial Fluorescent Installations every month. For Chicago 
be held monthly at various golf clubs. Transformer Ballasts mean dependability where light counts 
















most—Dependability assured by laboratory tests for heat 
tolerances, Watt delivery control, hum requirements, and 
wave shape tolerances and long lamp life. Write for new 
bulletin FBB-0430, giving full details on the entire Chicago 








line today. 
od 
‘ic 
yt. 
L 
m 
W 
iT- 
C- 
ist 
r- 
ye, FIRST OF MILLIONS”, Hygrade 
he Sylvania terms the first fluorescent 
ed amp to be produced at the new 
E. Danvers, Mass., factory. F. A. Poor, 
‘he right, founder and treasurer of the 
ig- ompany is receiving this lamp from 
ty ; lames Cox, Hygrade research engineer 
( t a house warming party attended 
'y Danvers town officials. 
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% When you sell QUAD 
Lighting Units 


products scientifically de- 


you sell 





signed to give your cus- 
tomers the highest lighting efficiency. Full line 
of industrial and floodlighting equipment—in- 
candescent—fluorescent—mercury vapor. It's 


the line that stays popular. 


32 $0. PEORIA ST. 





FEATURES 











NO. 1184-M 
RLM THREADED 
DOME REFLECTOR 


QUADRANGLE MFG. COMPANY 


Myr. of Jucandescent and Gluarescent Lighting Equipment 





CHICAGO, ILL. 








NEW OFFICERS of the Electric 
Association of the Niagara Frontier 
are: seated, left to right, President 
Raymond W. Mitchell, Vice President 
Robert D. Glennie; standing, left to 
right, Treasurer Richard Wahle, Ex- 
ecutive Committeeman Weldon D. 
Smith, Vice President Edward T. 
Ball, and Manager-Secretary Samuel 
S. Vineberg. 


Association News 


DENVER—Open house was held on 
February 12 by the Rocky Mountain 
Electrical League to celebrate the 
establishing of new headquarters which 
are located at 558-560 Gas and Elec- 
tric building, Denver. Members of 
every branch of the electrical industry 
attended 


MILW AUKEE—Consideration of a 


plan for streamlining service depart- 





ments was the purpose of the luncheon 
meeting held by the Wisconsin Radio, 
Refrigeration & Appliance Ass'n. on 
February 18 at the Hotel Ambassador. 
Members of this Association have been 
conferring with Milton Peters of the 
Servicemen’s Union and it is hoped 
that the proposed new arrangement 





will prove satisfactory to both, the 
dealers and the men. 


| NEW ORLEANS—Electrical men of 
| New Orleans gave a dinner meeting 
|on February 16 calling it All-Industry 
Night. Awards of “Fifty-Year Golden 
Anniversary Certificates’ were made 
to those pioneers who had served in 
the industry for fifty years. Presenta- 
tions were made by President McCall. 


KANSAS CITY—Members of the 
| Electric Association of Kansas City 
have been active in planning a new 
city electric code. Only one or two 
points still remain to be cleared up 
before the directors pass on the pro- 
posed code as a recommendation to 
city officials. This they hope will be 
accomplished at their next meeting. 
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IILWAUKEE — Engraved testimo- 
nial awards were given to Nels Chris- 
topherson, secretary, and T. H. 
Desmond, treasurer, for serving as 
fficers of the Electrical League of 
this city for 15 years. Both were re- 
elected for another term at the January 
meeting. R. J. Harkins is the new 
president and H. C. Beven, vice presi- 
lent. 


SALT LAKE CITY—New president 
ff the Electrical League of Utah is 
E. J. Duggan, manager of Westing- 
house Electric Supply Co. who was 
elected at the annual meeting on Janu- 
iry 28. On the new Board of Trustees 

t only wholesalers, but contractors, 
manufacturers, and well 
represented, to from 
all branches of the industry. Repre- 
senting wholesalers are W. J. Berry- 
man, The Mine & Smelter Supply Co.., 
E. J. Duggan; Leland B. Flint, Flint 
Distributing Co., and Roy Kimberlin, 
Graybar Electric Co. 


dealers are 
insure support 








FROM SERVICE TO SALES to 
Savannah went fast moving C. C. 
Turner. At Graybar’s Miami Branch 
he was moved from Service to the 
Sales Department. Latest report lo- 
cates him in Savannah. 








PINCH-HITTING during lunch hour 
it the counter of Honold and LaPage, 
Yheboygan, Wisc., is Glenn R. La- 
Page, secretary and P.A. 





From 1921 





To 1942 


INDUSTRIAL LIGHTING 


SPECIALISTS 


Even in these war-busy days, a 21st birthday 
seems important enough to warrant a little 
celebration...and we have been at this light- 
ing business now since the beginning of Warren 
Harding’s administration, way back in the 
“good old” flapper-and-speakeasy days. 


As specialists in the research, design and 
fabrication of equipment for the broad fields of 
industrial, commercial and flood lighting, we 
have developed many dependable ways to con- 
trol incandescent, mercury vapor, fluorescent— 
and now the new RF—light sources to achieve 


maximum efficiency. 

Why not put your lighting problems up to a 
specialist? Bright Light Reflector Co., Inc., 
1031 Metropolitan Avenue, Brooklyn, N. Y. 








Quality and dependability 
through two decades have linked 
the Sily-A-King name with such 
famous names-in-industry as: 
AC SPARK PLUG 
BETHLEHEM STEEL « BUICK 
CHEVROLET e GENERAL MOTORS 
FISHER BODY 
INTERNATIONAL HARVESTER 
JONES & LAUGHLIN STEEL 
PITTSBURGH PLATE GLASS 
RUPPERT BREWERY 
WARD BAKING 
and many others 


Write for one or both of these Silv-A- King Lighting 
Guides: LG1 — Fluorescent, or LG2— Incandescent. 





SILV-A-KING MAKES tight WORK FOR YOU 
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NOW... sett Glow LAMPS ON EVERY CALL! 


VERY factory, office building, hotel, 


theatre, or commercial establish- 
ment you call on is a prospect for G-E 
Neon Glow lamps .. . for use as exit 


lights,indicators, signal lights,anda great 


many other safety or service purposes. 
You'll find that these rugged, long-lived 
little lamps are easy to sell. What’s more, 
they offer you a steady, profitable income 


—producing business. Be sure that your 





house stocks the complete 





TYPICAL G-E NEON GLOW LAMPS 


T-2 
1/25th and 
1/10th watt 





line. 


G-E Neon Glow lamps have a 
normal life of 3000 hours. They 
withstand shock and vibration 
and use a negligible amount of 


current. 


For the latest catalog sheet and 
full information, write the ad- 


dress given below. 








NELA SPECIALTY DIVISION, LAMP DEPARTMENT 


GENERAL ‘i) ELECTRIC 
410 Eighth St., Hoboken, N. J. 





And there's just as much difference between 
the streamlined BRIEGEL METHOD of making 
connections and former old-fashioned methods. 

The BRIEGEL METHOD saves you up to 50% 
on time and a substantial saving on materials al- 
lowing you a larger margin of profit on 
each job. Make quick, easy, strong and 
neat connections this MODERN way. 


No extra turns or twists, 
no nuts to tighten when 
you use B-M connectors 
and couplings. Just TWO 
SQUEEZES with the patented 
B-M indenter (which costs you 
only $1.25) and you have a 
smooth efficient job. 
Approved by Underwriters 
Laboratories. 


DISTRIBUTED BY 


The M. B. Austin Co. 
Chicago, Ill. 
Clayton Mark & Co. 
Evanston, Ill. 
Clifton Conduit Co. 
Jersey City, N. J. 
General Electric Co. 
Bridgeport, Conn. 


The Steelduct Co. 
Youngstown, 

Enameled Metals 
Pittsburgh, Pa. 

National Enameling & Mfg. Co. 
Pittsburgh, Pa. 

Triangle Conduit & Cable Co. 
Elmhurst, N. Y. C. 


Ohio 


BRIEGEL METHOD TOOL CO., Galva, Ill. 
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New Products 
You Can Nell 


FLOODLIGHTS 








Weatherproof type floodlights are engi- 
neered for high intensity lighting on 
fields, work areas, parking lots, etc. Fur- 
nished with cast bracket for both verti- 
cal and horizontal adjustment to be 
mounted on 2 in. pipe. Also furnished 
for cross arm or wall mounting. The 
Spero Electric Corp., 18222 Lanken Ave., 
Cleveland, Ohio. 
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FLUORESCENT FIXTURE 


"Victory"’ industrial fluorescent fixture, 
for war production, has porcelain 
enamel reflector of one-piece, seamless, 
non-welded construction. No. 2034 and 
No. 2035 use two and three 40-watt 
fluorescent bulbs respectively. Available 
for 110-125 volts, a.c. 60 cycles. Also for 
50 cycle operation, or 220-250 volts. 
Mitchell Mfg. Co., Chicago, Ill. 
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FLOODLIGHT 





Furnished for defense purposes, flood- 
light No. 3500 is suitable for buildings, 
docks, shipyards, public utilities, etc. 
Equipped with adjustable bracket for 
wall, cross-arm or pipe mounting on 
any size pipe up to 2!/2 in. Steber Mfg. 
Co., Chicago, Ill. 
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CIRCULATOR 








Reco Refrigerator Circulator 
installed on the ceiling. It operates by 
forcing the air up, furnished with spe- 
cially designed 20 in. propeller. Regu- 
larly furnished with a.c. 110 volt, 60 cy- 
cle motor. Will operate from any elec- 
tric light socket. Reynolds Electric Co., 


may be 


2650 W. Congress St., Chicago, Ill. 
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FLUORESCENT FIXTURES 











All-glass enclosed Streamlite fluorescent 
fixtures, for use only on 60 cycle 110-125 
volt a.c., are applicable in offices, stores, 
banks, theater lobbies, restaurants, 
beauty salons, etc. Glass comes in sec- 
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the NIGHT SHIFT 


. +» Under 


@® Here they come—chins up, with the 
will to win—these men who fight the 
night battles of production! Nothing 
must interfere with their work; nothing 
must slow them in this race to arm 
America—quickly! 

During these critical nights, flood- 
lighting is indispensable around defense 
plants. For bright illumination is essen- 
tial to quick and positive identification 


GOODRICH 


INDUSTRIAL LIGHTING 





Diffuso Floodlight Standlite 


goes 





















GOODRICH FLOODLIGHTS 


...to prevent the sly approach of sabo- 
teurs who seek to interfere with the 
swift flow of production. 

All over America, Goodrich Flood- 
lights are performing this important 
service in the interests of National De- 
fense. Those seeking helpful informa- 
tion on the subject of protective lighting 
should write us for Folder No. 101, 
**Plant Protection.” 





The complete Goodrich line 
includes all sizes and styles of 
incandescent and fluorescent 
fixtures to meet every industrial 
requirement. Ask for literature. 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 


oy 


ELECTRIC 


a ee eh ee 


2 A 


GENERAL OFFICES AND FACTORY: 





, 2 


COMP AN 


wee Fr RK. 





4610 BELLE PLAINE AVENUE, CHICAGO, ILL. 


75 









MR. WHOLESALER’S SALESMAN! 


Sun-Kraft 


ULTRA VIOLET 


OFFERS YOU NEW PROFIT 
OPPORTUNITIES Now! 


Nothing equals ithe tremendous pub- 
lic interest in this wonder of modern 
science—the Ultraviolet ray. 

Are you cashing in on the millions 
of dollars of publicity being given it? 

Sun-Kraft is the finest and EASIEST- 
TO-SELL equipment because it is 
much more than just a sun lamp. 


JUST TELL YOUR DEALERS THIS! 


@® S.n-Kra.t is no! seasonal. 

@® Cold quartz has no filament to burn 
out—guaranteed 5 years. 

@ Actually 95% constant emission of 
ultraviolet—never weakens. 

@ Automatic built-in, shut-off timer. 

@ Approved by medical authorities as a 
definite aid to better health. 


WRITE FOR DESCRIPTIVE BULLETINS— 
GET STARTED ON THIS BIG 
OPPORTUNITY TODAY! 


Sun-Kraft 


INCORPORATED 


215-17 W. Superior St. 
Chicago, Ill. 


MODEL A-1 $64.50 List 


20 Watts — A.C.-D.C. — Underwriters ap- 
proved—complete with leatherette carry- 
ing case and goggles—only 
packed—a real sales 


16 pounds 


FOR HEALTH 
package. a o—~~~~_ 








SPEED UP PRODUCTION! 


. With this efficient and high quality Industrial unit. Continuous 
or individual installation ... for 40 and 100 watt Mazda F Lamps. 


"V" shaped reflector for maximum light output—finished in ‘‘Kiasium'’, Lighting Product's spe- 
cially compounded baked enamel that is bonded to the metal and gives more light per watt. 
“One Man Installation’ features enable exposing wiring channels without taking the fixture down. 
Write for Bulletin 270 and Kiasium folder with actual sample. 


LIicgHTinG 
HIGHLAND PARK 


PRODUCTS, ENC. 
ILLINOIS, U. 8S. A. 














tions that slide on to fixture chassis anc 
lock in place. Sides are translucent, to; 
and bottom are of clear, ribbed crysta 
glass. Markel Electric Products, Inc 
145 E. Seneca St., Buffalo, N. Y. 
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FUSE-CHANGING UNITS 








Combined spare fuse holder and puller 
is designed for changing fuses in close 
quarters, replacing blown fuses, giving 
notice on inspection that another spare 
is required. These devices are appli- 
cable to all 4AG and 5AG fuses. Littel- 
fuse, Inc., 4797 Ravenswood Ave., Chi- 
cago, Ill. 
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SMOKE ALARM 








/ 
| 
te ee 


Photoelectric smoke alarm, type A25C, 
includes photoelectric control, light 
source, indicator. It shows degree of 
smoke density, passing through stack 
will signal either efficient combustion or 
excess smoke on green and red signal 
lights. Suitable for factories, public 
utilities, hospitals, railroads, etc. Photo- 
switch, Inc., Cambridge, Mass. 
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GENERATORS 


FOR EVERY INDUSTRIAL, COMMERCIAL 
OR RESIDENTIAL auahbe bbe — 






Revolving field, alternating current gen- 
erators are available in sizes from 7!/2 
to 75 KVA—4, 6, or 8 pole, 1800, 1200 
or 900 RPM, 60 cycle, for belt or coup- 
ling drive or flange mounting. Offered 
for continuous duty in isolated plants, or 
to supplement other available power 
supply. Automatic voltage regulation 
may be used where load fluctuates 
through a wide range. Century Electric 
Co., 1806 Pine St., St. Louis, Mo. 
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FLOOR SORES 


WIRING 
SPECIALTIES 


No. 284 DUPLEX RECEPTACLE NOZZLE 


















Compact and neat. Avail- 
able with '/."" and ¥%" 
brass pipe extension. Also 
LATROBE Duplex Tele- 
phone Nozzles. 













When wri 


To meet the expanding require- 
ments of your buyers, sell the 
LATROBE LINE... it’s complete in 
every detail, including floor 



















No. 110 NON-ADJUSTABLE 


boxes and wiring specialties 
WATER TIGHT FLOOR BOX 





adapted to commercial, industrial 
















Cutaway view shows how ta- 
pered unit receptacle fits ta- 
pered opening in top of box 
body. The latest in design, 
appearance and simplicity of 
installation. 


. 
e 

g LAMPS 
e 

| 


and residential jobs. 















Aside from the fact that the 
LATROBE LINE is complete as to 
products, there are many other 
features that make their sale 





























easier. First among these is 
the time-saving element. Each | 


LATROBE item has been designed 
No. 470 PIPE OR CONDUIT HANGER ‘ a 
to decrease installation time . . . 


ee pee Sees. Hae, an important point to stress to 
allowing pipe to run paral- 
lel or at right angles contractors. Then, too, each 
to beam. Does away LATROBE Floor Box or Wiring 
with drilling or use ‘ . : 
at crepe. Mande: Specialty is flexible as to use 
Vy"", %"" and |" pipe ... safe and long-lived in opera- 
to steel beams %" tion, ond made of the best ma- 
thick. j " 
terials available. 
So, stock the line that saves time 
. ,,.$ell LATROBE wherever quality, 















Ve Watt, T-4 '/2, Candelabra Screw, 
Neon Lamps are designed for opera- 
7 tion on 110 volts. Suitable as night 
lights, exit lights, test lights, high volt- 






















ad age indicators, etc. Claimed to have an 
average useful life of 3000 hours. Gen- 
eral Electric Co., Hoboken, N. J. useability and economy are the 
’ ; i . Write for our 
vnen «99 WHOLESALER’S SALE desired features 
— : ALESMAN price and product list today... 
No. 285 DOUBLE DUPLEX also a copy of our distributor plan. 
df RECEPTACLE NOZZLE 
od The most attractive, compact, 
easy - to - install fitting on the 
market. Shown in the accom- 
FLASHBULBS panying illustration with No. 200 
Cover Plate 
Small size blue color bulbs, Nos. OB and 
40B, are designed for use with all cam- 
eras, including focal plane types. Self- W e 
_; filtering blue jackets eliminate the need ‘Nite 
“" for separate filters. Particularly useful 
pe oO 


synchro-sunlight color photography. 


stack £ Vv abash Appliance Corp., Brooklyn, FU LLMAN MANUFAGTE RING COMPANY 













ion oF i N Y 
signal WN i te):1: . . ° PENNSYLVANIA 
I li rf en writin ’ 
mea | me...” WHOLESALER’S SALESMAN 
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NO PLACE TO TAKE A 


CHANCE .. HE RELIES 


Wx. on KLEIN 


be 


Up at the top of a pole is no place 
to gamble with tools. That’s why 
you will find Klein pliers in the 
hands of linemen—everywhere! 
They know the inbuilt quality, the 
years of experience, the reputation 


for service thatis back of every pair. 


Your copy of the Klein 
Pocket Tool Guide will 
be sent on request. 


Mathias KTEIN & Sons 


3200 Belmont Avenue, Chicago, Illinois 





V. W. Darst, for 22 years with the 


electrical wholesaling department of 
the Commonwealth Edison Co., Chi- 
cago, has shifted allegiance and now 
sells under the banner of the Dobkin 
Electrical Supply Co., also of Chicago. 


Major Raymond F. Young is the title 
now of Graybar Electric Co.’s ware- 
houseman, Young has been with Gray- 
bar over 20 years. Marching out of 
civilian life with Young are William 
Lechner; John Fowler; and John Tre- 
genza, son of the well-known official of 
the Jefferson Electric Co. 


MORE FACTS 
ON PRODUCTS 


Controls—Jefferson Electric Co., Bell- 
wood, Ill. has issued an 8-page bulletin, 
411-CT, illustrating and describing sig- 
nal equipment and controls. 


Floodlights—An illustrated folder, No. 
101, entitled “Plant Protection Begins 
with Floodlighting” has just been re- 
leased by the Goodrich Elec. Co., Chi- 
cago. 


Home Appliances — An _ illustrated 
booklet, 32 pages, entitled “The Care 
and Use of Electrical Appliances in 
the Home,” is available from Westing- 
house Elec. & Mfg. Co., Mansfield, 
O., for distribution as a dealer help. 


Lighting Equipment — Latest “Brief- 
alog’’, released by The Spero Electric 
Corp., Cleveland, Ohio, contains illus- 
trations and descriptions of their line 
of lighting equipment. 





WARE*:FUSES 


Making SALES HISTORY 


A money-maker for you and a builder 
of Customer Goodwill. Write for all 
the facts today; learn why these TIME- 
LAG FUSES are giving uninterrupted 
service and the protection sought by 
everyone responsible for production. 
Here are a few reasons: 
1. Larger, Heavier Connections with con- 
tinued low contact resistance. 
2. Connections held firm 
with improved large 
arched Spring Steel 
Washers and heavy 
bolts,ending common 
overheating troubles. 
. Meet Federal Specifi- 
cation WF-803, Type 
Il. Has Federal and 
Defense Project ac- | 
ceptance. | 
. Strong uniform TIME- | 
LAG, 2 to 5 times 
normal current. 
. APPROVED BY UNDERWRITERS. Kee 
Write for details and 
Construction Chart today. 


WARE BROS. 
4420 W. Lake St., Chicago 
Mitgr’s Agents Territory Open 








QUALIT 





xk 


wilh atide te our 


PRINCIPAL PRODUCT 


Since 1892 Signal Products have estab- 
lished themselves as the ultimate in 
Quality and Price. In the years to come 
Quality will still be the principal prod- 
uct of the Signal p’ant—each year aim- 
ing to make the best product for the 
price. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE MICHIGAN 
Offices in All Principal Cities 


OFAYRTAT 


eo) Ee 


































Night shifts . . . overtime... 
- workers need LIGHT to produce 
: efficiently. Storage areas, docks, 


yards and warehouses need LIGHT 
tor protection. Canvass your pros- 
pects with the Revere complete 
line of Floodlights and Poles—easy 
to sell because of exclusive fea- 
tures important to efficiency and 
safety in operation and maintenance. 








DEFENSE LIGHT 
throws a wide beam 








of tight ground 

i plants, refineries, 

cpettent boundaries, yards, 
Poles elim- work areas, 
inate dan- warehouses . . . 


intruders detec- 


serous climb- = 64 immediately. 


img .- 
keep flood- 
lights at top 
efficiency 









Put the Revere 
Line to work for 







3800 Series Porcelain 
Eliptor Floodlight 
with degree-marked 
adjustments. 


4200 Series Rotating 
Floodlight, enclosed; 
wide or narrow beam. 











9 


FUSES 


This fuse line has a future. 
The powder-packed 
elementis notinterchange- 
able with ordinary ‘‘bare- 





y F link” types. 
@ You get all the repeat 
CT business. 


@ All price competition 


4 3 is eliminated. 

ne q @ Customers get “THREE 

rd TIMES THE SERVICE" 

= 4 because each element 

4 is custom-built. 

0 ; eTRICO'S “Thru the 
° Pe Wholesaler" _ policy 

AN g protects your profits. 

ies z 





» | SELL TRICO 


TRICO FUSE MFG. CO., Milwaukee, Wis. 


in Conada: IRVING SMITH LIMITED, Montreal 
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Parts of Arkansas and Mississippi are 


the hunting grounds for William “Billy” 
Q. Adams of Riechman-Crosby Co., 
Memphis. Prior to going on the road 
about a year ago, Billy was an inside 
man. 





Magnet Wire—John A. Roebling’s 
Sons Co. of Trenton announces a nev 
addition to its line—the Roevar Mag 
net Wire, described fully in a 4-page 
booklet. 


Porcelain Material—Prestite, a substi- 
tute for  priority-listed metals, is 
described in 4-page folder, B-3081, an 
nounced by Westinghouse Elec. & 
Mfg. Co., East Pittsburgh. 


OBITUARIES 


R. W. Hawkins 


Rex Willard Hawkins, founder 
president of the Hawkins Electric Co., 
Chicago electrical wholesalers, died on 
January 4th. 


Mr. Hawkins was known widely in 
national as well as local wholesaling 
circles. He was active in the National 


Electrical Wholesalers Association and 
the Chicago Electrical Wholesalers As- 
sociation for many years. 

Born on a farm near Blairtown, Iowa, 
Mr. Hawkins, after a short time in the 
milk business, entered the electrical field 
as an employee of an Iowa electrical con- 
tractor. He soon headed for Chicago 
where he worked, among others, for the 
old Electrical Appliance Co., and Pass 
and Seymour. In 1915 he organized the 
company that bears his name and was 
the active head until but a few days before 
his death. 


William J. Freed 
On February Ninth William J. Freed, 


of the sales staff of the Triangle Conduit 
and Cable Co., Inc., died. His many 
friends among electrical wholesalers and 








and | 





contractors will be sorry to learn of his | 


death. 









from the MOST COMPLETE |i 
of Cable Taps 


Now you can select from a really 
complete line of standard and special 
taps. Every one carefully designed 
and manufactured. 

























































Parallel and 90° taps — and combi- 
nations —in the widest variety. For 
conductor sizes up to 1,000,000 CM. 


Gutter Tap 
with Bake- 
lite Cover. 
Insulating 
covers can be fur- 
nished for all types 
of Penn-Union ca- 
ble taps. 


2-way Gutter Tap. Main 
and branch sizes 8 to 
1,000,000. 


Two Separate 
Parallel Taps 
to a cont:nu- 
ous main con- 
ductor, 


Combination Cable 
Taps; one branch 
Parallel to main, 
and one at 90°, 


Hinged Clamp of Penn- 
Union Type HFM makes 
installation easy. Multi-slit 
tapered sleeve assures per- 
manent grip 
on branch. 


Positive Equalized Pres- 
sure on main and branch, 
with Penn-Union Type 
SM. Tightening torque is 
accurate measure of the 
clamping force, 

Also the most complete line of Serv- 
ice Connectors — Terminals — and 
thousands of other fittings, for all 
requirements, 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. Sold by Leading Jobbers 





Conductor Fittings 





Manarch 


“Your West 


RENEWABLE FUSES 
“MON-0-LAG" 


Completely 
Approved 


RUGGED 
CONSTRUCTION 


EASIER TO RENEW 


ere PROTECTION 


FUSE COMPANY. Inc. 


JAMESTOWN,NEW YORK 


HAVE YOU TRIED 
The New Ilsco Lugs? 


BUILT FOR OVERLOADS! 


The new design—as passed 
by the Underwriters’ Labo- 
ratories May 1, 1940. 


MAIL 
COUPON 
TODAY 





GENTLEMEN: 


SEND ME new Catalog & Sample! 
Nate 
Firm 


Address 


City and State..... 


ILSCO COPPER TUBE 
anD PRODUCTS, inc. 


5629 MADISON ROAD ---— CIN.,O. 


SECSC eee esseeesee sere eee eeeee’ 
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We Can Deliver 
the Goods! 


WANTED 


REPRESENTATIVES 
for established 


PANEL AND* 
SWITCH LINE 


Here’s an opportunity for 
good men! Represent a 
well known concern 
manufacturing an estab- 
lished line of Safety 
Switches, Service Equip- 
ment, Panelboards, and 
allied equipment. 





Our products have estab- 
lished a high standard of 
quality in their field . 


An opportunity for men 
with proven ability to pro- 
duce. 


Box No. 31, c/o Wholesaler's Salesman 
330 West 42nd Street, New York, N. Y. 








SODERS RAPIDLY 
STAINLESS STEEL 


Send for 





Free Samples 


YOU CAN SELL 
@ Allen Stainless 
Steel Flux... 
@ Allen Stainless 
Steel Soder... 
@ Allen Stainless 
Steel Polish... 


L. B. ALLEN CO., INC. 
6701 Bryn Mawr Ave. 
Chicago 








@ Opportunity! 
Manufacturers 
Representatives 


We are about to announce to the Trade 
an exceptionally high quality Fluor- 
escent Starter Switch manufactured 
under Westinghouse Patents #2,200.- 
443 and #2,228,210. 
All territories now available. 
For Full Information 


Wire or Write 


CENTURY PRODUCTS COMPANY 


777 So. 18th St. Newark, N. J. 
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